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Will Television Advertising Work for You? 
— page 20 
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ORMICA “takes it” 44" I] 
standing up 


Note the use of Formica’s new Milano pate rn on “wall 
areas’ of this kitchen as well as on the cabinet tops, 








Did you know that Formica can be applied to “Vertical 
Surfaces”? with our new adhesive at a lower cost than 
many other wall surfaces? 


New cements, new moldings, and new tec hniques have all 
combined to cut costs of Formica wall areas. 


Now you can carry the famous Formica color patterns as 
used on cabinet tops onto your “Vertical Surface for 
complete color harmony. 

To get helpful information on how to apply 
Formica to Vertical Surfaces,’ write Formica 
1559 Spring Grove Ave., Cincinnati 32, Ohio for 
Form No, 670 or call your Formica Fabricator 
as listed in the yellow pages in your phone 
directory. 


Customers buy Formica because it is 


a brand name they know and trust // , 
DEMAND THIS CERTIFICATION Ye paner i onl | 
y tH Lots gar ar na (/oaur 1 6 





We protect this faith in our product 
by certifying every sheet with a 
wash-off Formica marking. It is for 
your protection and guarantee that you 
are getting genuine Beauty Bonded Formica 








Seeing is believing If this wash-off identification is not on the surface, it's not FORMICA 








The upstairs bedroom is where 


most people want a second phone 


ar. 6 _ = ~« a a a a Ae ote 
z bf rw _ — SS. ~ “h 7 . = “ » 


St Reade ee al 














An outlet at a convenient height 


is ideal for kitchen installations 
SaedD Tlggy, FRA a, Red 2 ‘ 
, in OO Orcs coo 


Upstairs... downstairs... wherever the 


modern family sleeps, works, or plays, 


good planning calls for built-in telephone outlets 


.and concealed telephone wiring. 


wns, 


BELL TELEPHONE SYSTEM oN 


Your Bell telephone company will be glad to help yor ork ow i 
wiring installations. Just call your nearest busine office and ask fo 
Architects and Builders Service. For details on home telephone wiring, see Swee 


Construction File, 8i/Be. For commercial installations, Sweet Archites 
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FIRST IN REMOVABLE WINDOWS 
FiRST WITH AUTOMATIC BALANCE 
The Leading 


Removable 
Wood Window 








EFFICIENT re-enga 
oust sash is re pl wed ane 
ill lowered 
AUTOMATIC balance low ks 


in channel automatically upon 
SELF-CONTAINED no hooks, sash removal 
tapes or screws to untasten 
‘ust lift sash out 


A 


R. O. W” windows have long been out in front 

<fX7 with the removable feature. Now they increase 
= the lead with the revolutionary LIF-T-LOX 
balance. This insures new ease of operation 

but does not interfere with the lift out feature 


R.O.W SALES COMPANY °* 1355 ACADEMY AVENUE * FERNDALE 20, MICHIGAN 
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——THE JOURNAL REPORTS=— 


Battles are raging in Congress over the Gi home 
loan program. Question is: Should it be ex 
tended? Rep. Olin Teague, Texas Democrat 
ays “No!” Lobbyists for veterans, lenders and 
builders say “Yes!” Regardless of the outcome 
the question should be settled this se 
Congress, for builders will be planning next 
year and the VA will cut off 1 


before Congress ha 


1On) of 


project 
CRY 


act again 


uing 
master a chance to 
Extension proponents say termina 
tion would be a blow to the economy, that the 
GI loan program provided $4 billion in gross 
1955 and 300,000 
years of employment. Last year 40% of all new 
houses were bought with VA guaranteed pri 
vate loans. Opponent 


national product in man 


say need for the program 
10 million of 14.5 
I] veterans haven't used it 


has ended, that more than 


million World War 


of money is up. Demand for credit is heavy. 
Federal Reserve Board again increased the di: 
count the charge for lending money to 
member banks. This will tend to the 
discount situation on VA and loans, as 
suming the Administration 
interest rates on such 


rate 
worsen 
FHA 
will 


not mcrease 


loan 


Despite the tight money market, builders are gen- 
erally opumistic about the 1956 outlook, Hou 
ing starts should reach 1.2 million. Even though 
the mortgage debt is rising (this year it’s rising 

at a somewhat greater rate than the $1 billion 

per month of last year), 

a strong housing market 


there are indicators of 


Standard & Poor, an industrial survey organiza- 
tion, says the market can support 1.2 
housing starts the medium term 
couples living “doubled up” numbered about 
1.3 million in July 1955. Rate of household 
formation is approaching 900.000, Nearly 300, 


million 


Viarried 


ove! 


QOO housing units are removed from the mar 
ket each year due to flood 
hurricane, freeway 
ance, 


fire 
lum ( leat 


ob ole cence 
construction 
and Also increasing 
number of financially competent older person 
in the market for home 


others there is an 


Construction industry as a whole is experiencing 
its biggest boom, Heavy construction during the 
first 
quarter on 
behind last 
down only 6° 


single 
running 


the highest for 
Only 


quartet wa any 


history housing is 
year’s and even housing | 
Highway contracts, of course 
the first —° ree 
last year. | du 

103% 
last year’s first quarter, while commercial build 
ing is up a healthy 38% New 
England, Middle Atlant and 


the region west of the Mi the 


big slice for 


are up 20% 


repre ents a 
months they 
trial construction i: up 


over 
a fantasts ipove 


Geographically 
the kar West 
IssSIppl howed 
biggest vain 


Lenders and builders have taken opposite sides 
on the question: Are we putting too much em 
on low cost housing? Walter H. Dreier 


pre ident of the United States Savings and Loan 


pha 1s 
league, says 
over and builders must now turn to quality 
home building. Builders object, saying it would 
turn the mass market into a class market and 
would deny housing to two-thirds of the people 
The argument may seem innocuous, for build 
what will sell. Yet salability of 
ihe mass market is determined by 
how easy it is to finance. Persistence by the 
this theme cause 
Congress to cast a wary eye on 


the postwar housing shortage 1 


ers will erect 
a house in 
lending fraternity on could 
present easy 
financing term 


VA received 7'2% more appraisal requests for 
dwellings during March. Loan guaranty appli 
cations fell off about 444%. The VA says these 


trends are normal for the season 


FHA mortgage insurance applications in March 
February and the 

Adjusted for seasonal 
variation, proposed home construction volume 
¥ more than that for 
existing home increase was 


showed mcreases over were 


highest since last August 


and the 
lightly more than 


was 55 February 


the normal seasonal gain 


HOUSING STARTS — PUBLIC AND PRIVATE 
Underlined 


1951 


indicate record for that 


1952 


figure period 


1953 1955 


1000 


12 month 
October 1.221 
November ()4 


December 1.187.000 


adjusted annual rate 
April 1,350,000 
Ma 462.000 
471.000 


84 OOO 


easonally private only last 
(Hi) 


O00) 


hal 
August 


yt pte rite 


Januar 180.000 


| 
Vuarne l 
l 
" 


410.000 
1 251.000 


100 000 
1.140.000 


I ebr uar\ 


Mare h 


Nonfarm housing starts in March 1956 were 2307 higher than 
in February. The March rise to 96,000 units, however, of which 
1,600 were in public housing projects, was less than usual for 
this time of year. The 94,400 privately financed units started 
in March represented a seasonally adjusted annual rate of 1.14 
million units the 1944. VA units accounted 
for only about a filth of the housing begun in February and 
March 1956, compared with almost a third of the total in the 
preceding eight months. FHA-assisted portion was 
from an average of 21°7 of total starts in 1955 to 18% 


lowest since May 


also down 
in March 


Vay 


1956 
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You can make BIG Profits Building and Selling 


DOUGLAS: “etait 


... revolutionary new type Dealer Franchise 
gives you Exclusive right to sell 

“AMERICA’S ONLY 
MILLION DOLLAR BONDED HOMES” 








Here’s why as a DOUGLAS HOMES DEALER 
you'll make more money than ever before 


@ TREMENDOUS SAVINGS IN CONSTRUCTION COSTS—Fastest and 
easiest to erect...with least carpenter hours required, of any 
homes ever designed. Walls go up easily in sections ...under 
roof by night. 


PRICED BELOW COMPETITION—yet the most complete line of 
superior constructed, custom-crafted 3-bedroom homes ever offered. 
Individually styled—with 18 basic floor plans ...26 elevations... 
over 150 variations for your customers to choose from. 





For 10 times faster capital turnover than with conventional 
construction, build-sell DOUGLAS HOMES. . . . with such out- 
standing features as: all Western woods... all framing 2 x 4's 
or larger; 16’ centers... (exclusive) self-supporting hip-roof 
trusses, mim. 2 x 6's... (exclusive) all window and door 
headers two 2 x 12’s back-to-back... (exclusive) 4 ft. roof 
overhang available. All these and other exclusive features, 
backed by our MILLION DOLLAR BOND direct from bond- 
ing company to your customer gives him the confidence in 
you that makes for easy sales. 

DOUGLAS}|HOMES exceed FHA and VA requirements... 
present nb cdde problems... are immediately available from 
modern millioh dollar plant. AND you're backed by a 25 year 
established firm staffed to aid you with plans, specifications, 
financing, counsel, sales help ... in fact any problem that may 
arise. YOou'lljbe proud to build-sell DOUGLAS HOMES 
BACKED BY THE MILLION DOLLAR BOND that 
guarantees those hidden values your customers can't see 

‘ 


DOUGLAS . } SEND FOR FACTS NOW 
~ THE MILLION DOLLAR BONDED HOME Co 5%, ON VALUABLE FRANCHISE 


PHONE OR WIRE (Collect), or write, for 
complete details to: A. H. Lubin, President, 
Douglas Homes Co., 1830 N. Grand Ave., East Douglas Homes Co.... Phone 4-2739 


Springfield 16, Illinois * Phone 4-2739 
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More Living and Storage Space 5-1 


Recognizing the demand for more 
increased areas of its 1956 home 
1955 models, Fred J 


ypical model is the 


Harnisch 


from &‘ 


pace 
fever ha 
to 11° ove! 
dent 

1044) 


Samerdyke, presi 
Dorton’” with 


enthusiastic re 


Hr Ootirice | 
feet. Samerdy ke 
ponse to the home by the thousands of builder 
vho visited the “Dorton” during the Chicago NAHB 
he \ popular feature is the “traffi 
from kitchen 


quare report 


circle plan 


basement 
hath. with 


ning that gives direct acce 


mid carport or garage to bedroom and 


| 
it wo through living area 


Economical Full-Wall Closets ati 


Slimfold tee] 
either tandem or multiple unit 

full wall closets or storage wall 
in them horn And. best of all, at a aving 
ay American Steel Door Company of Detroit. Thi 
bedroom 12’ x 16’ with an in 


foldin 


home 


Using ilent door in 


your buyer 
Carl CHOY any where 
yreat 
photograph how a 
tallation covering almost the entire vall lhey re 
available in 3°. 4 width either the 


height, or the & ceiling height. They re 


and 5’ and 
tandard 6’ 8’ 
a natural flat tone 


in two standard finishe 


or a simutated birch 


A Brand New Mixer Idea 5-3 
Nu | Ore. 


an in-built food mixer 


available 
wood grain 


Ih tep with the modern “im-built™” trend 
Ine.. of Cincinnati announce 
blender harpener which 1 


in kitchen « 


and kif easy to install 


oOuntertop This new in-built idea pro 
| | 


Product Progress 
® New Models 


© New Equipment 


® New Ideas 


To receive further information without cost or 


obligation for any items reviewed, use the 
handy inquiry form on page 10. 


preparation with one rece 
NuTone applance attach 
recessed into a tainle 


ight An exclusis 


ame powe! haft all peed 


complete food 
ATL the 


Wilit hy l 


unl 
powe! halt 
plate I hie 


per muts on. the 


powel 
motor is out of 


appli ation 


Bond Formica Faster, Surer 


Formica ¢ mpany announce 


contact bond adhesive for 








ENDURANCE...proved by torture 


Proved by 529,879 bangs Proved by 642,934 slams 
This pendulum banged a 35-pound weight against a Slammed 72 times per minute— the equivalent of a life 


Curtis New Londoner hollow-core door 38 times per time of slamming — the Curtis New Londoner door 


minute. After 529,879 bangs, door was good as new came through this tough test unscarred — unmarred 





Proved in chamber of horrors Proved in pea soup fog 


Subjected to 166 cycles of temperatures ranging from After undergoing more than 3 months of humidity 
110° to 0° F., a Curtis New Londoner door showed no changes from highs of 90°, -95°, to lows of 20 1", 
peeling of face panels or changes in dimensional stability the New Londoner doors were still flat and aligned 


Complete data yours on request! 


Sold by leading it sdieseeinnamninenansetinn 
lumber and eon ' ' Né 


Curtis Woodwork 
dealers. FLUSH DOORS 


CURTIS 


WOODWOR K heart of the home 


HoLLow.cont 


Dccncenenaneeneenennel 


/ 
' 














Guide To New PRODUCTS & ADVERTISERS 


Use the Handy Inquiry Form below for more infor- 
mation on new materials and advertised products. 








How to use this Guide: The number to the left of a manufacturer's name is dupli- 


cated on the Inquiry Form. Mark the numbers on the Form about which you want 


more information at no cost or obligation. Cut out Inquiry Form and mail today. 


NEW PRODUCTS 


Harnischfeger Homes, Ine 

1956 House Model 
American Steel Door Company 

Slimfold Steel Folding Door 
NuTone, Inc 

In-built Food Mixer 
Formica Company 

Contact Bond Cement 
Miller Sewer Rod Company 

All-Purpose Flushing Gun 
Institute of Business Research 

Telephone Selling Booklet 
Adams Engineering Co., Ine 

Vinyl Weatherstripping 
Lunn Laminates, Inc 

Kiber Glass Swimming Poo! 


Journal Handy Inquiry Form 


Products Editor 


NATIONAL Rea Esrare AND BUILDING JOURNAL 


427 Sixth Avenue S.E., Cedar Rapids, Iowa 


I want to know more about the items checked 
below. Please see that complete information is 
ent to me without cost or obligation 


10 »19 5-28 
ett »20 »29 
12 21 yO 

1 22 % 31 
lA 25 532 
15 24 5 

It 25 » 44 
17 26 %S% 
» I 27 56 


Zone State 


32 B 


19 Whitney Seed Company 


Free Landscaping Plan 


5-10 National Mineral Wool Association 


Electric Heating Booklet 
11 Klectrend Products Corporation 
Electric Heating Control 


BOOKLETS 
2 How to Modernize Your Home 
3 Remodeling With Windows 


» This is the FHA 
6 National Home Estimator 
17 Yearound Aiur Conditioning with Airtemp 


1 

1 
5-14 Windows for Air Conditioned Home 
. 15 

1 


5-18 300 Homes by Richard B. Pollman 

5-19 40 Homes with Three and Four Bedrooms 

}-20 Greater Profits from Listings 

9-21 Mortgage Lending in a Period of Rationed Credit 
9-22 Color Styling Kit 

)-23 Home Builder's Merchandising Program 

)-24 Products for Shopping Center 


25 Products for Better Construction 


1-26 Frigidaire Products for 1956 


27 The Mills Company 
Movable Metal Wall 

28 Andersen Corporation 
Weathertight Windows 


5-29 Radio ( orporation of America 


Intercommunication System 
30 Infraglass Heater Company 
Electric Convection Heater 


ADVERTISERS 
31 Active Display Advertising 


sell ‘Telephone System 

34 W.G. Best Homes Co 

$4 Carrier Corporation 

55 Curtis Companies Service Bureau 
$6 Douglas Fir Plywood Association 
37 Douglas Homes Co 

38 Formica Conipany 

$9 General Air Conditioning Corp 
1) Inland Homes Corporation 

41 Lincoln Pre 

t2 Moorlee Display Advertising 

+3 Nirenstein’s National Realty Maps C 
+4 R-O-W Sale, ( ompany 


5 Youngstown Kitchen 
Division of American-Standard 
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wenows e8rserT 


ABOUT ALAR € NDITION ING 


THE QUESTION 


AND ANSWER 


BOOK 


about Home Air Conditioning 


What dees year ‘round 


residential air conditioning cost? 


will help you sell your houses 


How much will my air conditioning cost?’ lo help uu know nd undet ‘ r conditioning 
using Carrier ha prepared ! al conditt ning bye ok 
my present heating system ? lets for 


“Can | add year-round air conditioning later 
real estate peop u to have it and 
Every day air condition-minded prospects are firing it's yours for the askis 
questions like these at real estate people 
With the rapid increase of air conditioning 
tions in new and old houses, you'll hear these questions 


more often. Ready answers will help you sell houses 


installa 
first name in air conditioning 


An understanding of ai conditioning serves you mn 


more than CARRIER CORPORATION 
the way to overcome summer heat indoors. It ilso brings ( ‘ New 
freedom from dampness, dust, pollen, drafts. ) 


) 
many ways ( Bee ause all conditioning Is far 


You ll be able to advise your builder clients on the 
popular design features which air conditioning makes 
possible explain the ady intages of living with year-round 
air conditioning improve the salability of old houses by 
adding air conditioning, win the confidence of prospect 


with your accurate answers to their questions 








The Law Says! 


Our legal expert reflects on the Old Days and the remarkable 


memory of Fernando Jones, and answers some questions about 


abstracts, waivers, and installment 


By GEORGE F. ANDERSON 


MET an old timer recently who 

said, “I remember the first time 
I met you. It was back in 1907. I 
came your office and there 
sat you and your brother at a big 
table, examining an abstract. He 
was doing the reading and you 
were doing the writing. You each 
had a chew of tobacco in the 
mouth and a cuspidor between 
you 

“T'll never forget that. Those 
were the good old days. We got 
$15 for examining an abstract and 
closing the deal and, if we could 
n't get $15, we'd do it for $10 
There was no bookkeeping and no 
income tax, no stenographer, no 
checking account, but just a mat 
ter of putting the money in your 
por ket.” 


into 


There are not many lawyers in 
Chicago today who know how to 
examine an abstract and, as far as 
that is concerned, I wouldn’t be 
sure myself, It is said there is no 
such thing as a perfect title. In 
every abstract we examined we 
found old deeds that did not state 
the marital status of the grantor 
or used the word “single” or “un 
married; deeds that were not 
under seal, or where the acknow 
edgements did not have the seal of 
the notary public; deeds from the 
“heirs” of the owner, without 
showing the probate of the estate; 
deeds that had only the initials of 
the grantor; old mortgages that 
had not been released or that had 
been improperly 
tions in names and many other 
similar irregularities. These mat 
ters could all be cured by affidavit 

I remember on several occasions 
I got an affidavit from Fernando 
Jones. He was one of the “early 
settlers” who went the real 
estate business after the Chicago 
Fire. With his remarkable memo 
ry he reconstructed the chain of 
title in many cases where the re 
ords had destroyed by the 
fire. Later he organized the first 
title company in Chicago under 
the name of Fernando Jones & Co., 
which subsequently became the 
Chicago Title and ‘Trust Co 

When I saw him he had retired 


released; varia 


been 


1 ) 


contracts. 


and was living in his residence at 
1434 Prairie Ave. He died there 
Nov. 8, 1911. If you came across 
an old deed in the records that 
didn’t show whether the grantor 
vas married or not and you spoke 
to Fernando Jones about it, he 
would say, “Oh yes, I remember 
him,” and then he would tell you 
all about him. I don’t think he had 
any too much money in his old 
age, because he was always glad 
to get $5 or $10 for signing an affi 
davit. There have been virtually 
hundreds of objections cured by 
the affidavits of Fernando Jones 
The case of Attebery vs. Blair, 
244 Ill. 363, deals with all the ob 
jections | have mentioned, and 
holds that the seller nay cure the 
same by affidavits and evidence 
supplemental to the abstract itself 
‘The court says: “In the case Blair 
was not to accept a title 
resting merely upon adverse pos 
session under the statute of limita 
tions, but the essence of 
tracts that he should have 
conveyances giving him a_ good 
title free and clear from encum 
brances and that such a title should 
be shown by the abstracts. It was 
not implied that the abstracts 
should show matters not of record 


bound 


the con 
was 


or all the facts and circumstances 
connected with the conveyance 
which might affect the tithe, such 
as possession, who were the legal 
heirs of where 
not had with 
in the jurisdiction, and matters of 


that kind 


“If the complainant 


a deceased ownel 
administration was 


furnished 
abstracts which in connection with 
the rules of law applicable to the 
conveyances and with evidence of 
facts and circumstances 
tory of the records 
title in themselve 
cumbrances, they 
obligations 

If it in order 
to show a good tithe free from all 
encumbrances 
ering such 
such a 


explana 
shower good 
free of all en 
fulfilled their 
were necessary, 
that abstracts cov 
numerous tracts, with 
number of conveyances 
during such periods of time, must 
show a perfect paper title, with 
out fault, omission or defect, al 


NATION Al 


REAI 


though cured by existing facts o1 
lapse of time, no one could sell or 
buy land at all.” 

Of course if the seller agrees to 
furnish an abstract showing a pet 
fect record title. or a perfect pape! 
title, or a patent title, that would 
be something else again. 


as .HE parties entered into a real 
| estate The con 
tract provided that the selle: 
hould furnish a Report of Title 
within fifteen days. The next day 
the seller called up the buyer and 
asked him if it would be all right 
if he furnished the Report of Title 
on July 1st. This was twenty-one 
days from the date of the contract 
The buyer said that would be all 
right. On July Ist when the buyer 
was tendered the Report of Title, 
he refused to accept it, saying that 
it was too late and did not comply 
with the contract. When his atten 
tion was called to the “waiver,” he 
said, “At the time I did not know 
that the contract required the Re 
port of Title to be delivered in 
fifteen days, therefore what 
you call my waiver was not made 
intentionally and voluntarily. 
is therefore not binding on me.’ 
I don’t think a waiver has to be 
made intentionally and voluntari 
ly with a knowledge of all the 
facts. I think that if it is made that 
is sufficient 


sales contract 


and 


and 


Fk YOU represent a client who is 

buying a vendor’s interest under 
an installment contract, it is ad 
visable, not only to take a deed 
from the vendor, but to supple 
ment the deed with an assignment 
of his interest under the contract 
If it comes to a Showdown, perhaps 
the deed passes the interest under 
the contract, if 
tention, but good 
such showdown 

In the case of Davis vy 
Zz \pp 


“The crucial question 1 


such was the in 
lawyers avoid 
Glendin 
984. the court said 
whether 
the deed conveyed to Davis all the 
rights and interest of Glendinning 
in the Bessie Lippa contract 


ring, 2 


with 
the right to the proportionate hare 
of the monthly installments paid 
by her on the purchase price. The 
rule is that 

SO long a the 


mains in the 


title re 
vendor it may be con 
veyed by him 
will pa 


legal 


and the conveyance 
s all his right in the land 
including a rule, the 
right in equity to receive the un 
paid purchase money and enforce 
the vendor's therefor 27 KR 
5. Seo” 


a yeneral 
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How Can a Top-Flight Realtor Best Develop 


Business-Boosters in His Community ? 


7 OU, as a Realtor, are in an unusual position compared with other business 

peopl in your community. You seldom have the opportunity to demonstrate 
frequently to a client your ability to serve. His need for your services is limited to 
pe rhaps two or three transactions in a lifetime. What you have to offer usually 
requires one of the most substantial investments a person will make. And what you 
have to offer cannot be ordered through a manufacturer's catalog. The source of 
your merchandise is the public 

Actually, being a Realtor, you have only one thing to sell service. And that 
service can only be measured in terms of your integrity, knowledge, skill, expe 
rience, alertness, and personal interest in your clients, These aren't things that 
can be advertised in the local papers or displayed on Signs OF printed on pen ils 
These are things which must be earned and then effectivels spread through the 
network of word-of-mouth recommendations in your communits 

tealizing thi I ading Realtors have sought a way to Impress their ability to 
serve their way of doing business on the minds of the key people in their 
community who are the most logical source of word-of-mouth recommendation 
Phe OWNERSHIP program has been deve lope d to he Ip pe rform this duty for one 
qualified fealtor in each community, te lling the up to-date real estate story and 
connoting that Realtor’s inte grity, ability to serve, and high standards of prac tice 


Typical of Realtors who Praise OWNERSHIP 
Is Jack Higginbotham e« e 


“OWNERSHIP puts and keeps a lot of our town’s most influential people on OUR 
rEKAM savs Jack Higginbotham, Realtor of Fort Lauderdale, Florida 

“Fort Lauderdale, like most communities, has a front echelon of key citizens 
who, by reason of position or public endorsement Possess broad sphers s of influ 
ence which ove rlap and en Ompass a high pe reentage of people arriving in town 
and of local residents seeking real estate services. OWNERSHIP goes to these 
key people each month. OWNERSHIP reminds these people of our identity, invites 
their active ¢« operation with, and approval of, our firm. It associates our firm 
with the quality and importance of our public ation, and promotes the ‘real estate 
story which is so imp tant to get to the opimon-m iking segment of ow population 

“Also, we feel that there are no people more important to us than our ‘old 
customers. OWNERSHIP fills in for our lapse } in personal contacts, maintaining 
a chain of monthly invitations for their continued frie ndship and active he Ip 

“Successful businesses must constantly guard protect and promote their public 
relations. OWNERSHIP is a great big part of our public relations ve wouldn't 
be without it.’ 


Typical of the leading Realtors associated with Ownensuie are; Mont 
gomery Real Estate and Insurance Company, Birmingham, Alabama 
Ward Smith, Tacoma, Washington; Robert E. LaPorte; Hollywood 
Florida; J. B. Pfister Co., Inc., Terre Haute, Indiana; Roland Park Realty 
Baltimore, Maryland; J. W. Chapman & Sons, Lubbock, Texas; Mel Foster 
Co., Inc., Davenport, lowa; The Widdicombe Whittier, California 


Ay 
“a 
UNDER ALL 15 THE LAND 
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resenting the second generation 
i family of real estate specialist 
Jack Higginbotham practi illy wa 
born into the Cyrus Crane Wilmore 
Organization, Ine in St Loui 
id later became ‘ ) ident 
corporation 

tate 

miderdale 

tivitthe 

ia made 

weompli } 

i real estate and communit 
A graduate of W ashington 
Universit Mr. Higginbotham is a 
member, and ardent enthusiast of 
the national tate nd local real 
tate board Ile also i i wernber 
4 the National Institute of Heal 
tate Broker The Higvinbotham 
ranization chide brokerage 
propert) nag vert morntgaye 


un Tr mee lepartinent 











FOR REAL ESTATE 

and Sign Standards 
© ALUMINUM 
© 28 GAUGE RIGID METAL 
© TEMPERED MASONITE 


© WEATHERPROOF CARD- 
BOARD 


© DAY-GLO SIGNS 
© SUPER GLO SIGNS 
© METAL SIGN STAKES 
mPARY!| © BUMPER STRIP SIGNS 
4.7. COS 8.8. Lepsmiae 
APTI WET) | © STOCK SIGNS 


Serving over 25,000 Real Estate Firms 








PHONE 337] 








FOR SALE 
REALTY 











Write us your needs, Prompt Service . . 
Phone CAnal 6-5030 
Asp *WE_SIGN THE NATION” 


yc) AACTIVE DISPLAY ADV. 


1702 W. 19th ST., CHICAGO B, ILL. 











A place for everything — everything in place with 


66 , [ S. ” a) —, For Legal Files 
; 10 x 15 
~ ™ ~IAVeEV | @ Sr. Size 
FILE | e 
ENV ELOPES ton a For Letter Files 


100 Only 9x12 
FOR REALTORS | Jr. Size 


@ Progress of deal instantly visible 
@ No hunting for mislaid papers 
@ Nothing omitted — nothing neglected 
@ Printed check list covers every item 


USED BY REALTORS IN 48 STATES AND CANADA 


NEW POLICY 

WE PAY POSTAGE 

ANYWHERE IN USA 
* 


You risk nothing 
money back if 
not satisfied 


Just send $10.00 
and STATE SIZE 








Deal Severs’’ make my work easy! 





LINCOLN PRESS, 407 E. 4th St., Royal Oak, Mich. 


Gentlemen 


Enclosed is my check for $10.00 


Rush 100 “Deal Savers” 
Add 3 sales tax in Michigar 


NAME 


ADDRESS 





Product Progress 


Continued trom page 6 


prole 


ional on-the-job installers of laminated plas 
tie Formica Fast Dry” saves 30% of professional 
installation time because of its far faster drying time 
and greater ease of spreading. Formica Fast Dry also 
features increased resistance to heat plus better early 
bond strength and higher ultimate bond strength 
These unusual qualities broaden the range of prac 
tical uses of Formica for on-the job installations 


If you don’t care to damage a page by clip- 
ping an advertiser's coupon, use the handy 
inquiry form on page 10. 





New Cleaning Tool Cuts Plumbing Bills 
Here’s a new tool for cleaning the most stubborn 
drain and sewer stoppages in a matter of second 
says Miller Sewer Rod 
Company. When you are 
equipped with a new auto 
matic, all-purpose flushing 
gun. you will be able to 
clean out clogged toilet 
wash basins, urinals and 
up to 100 feet 
You need only 
pull the trigger and you 
release a 


floor drain 
in’ length 


hammer blow 

against the water in the 

pipeline. It will clean out 

rays scale and grease 

and other obstructions 

The flushing gun is offered 

to prospects on a 40-day free trial basis to prove it 
value, and it is manufactured by the Miller Sewer 
tod Company. Department NRE, 46040 North Cen 
tral Avenue, Chicago 30, Ilinoi 
is available on request 


Their free catalog 


| Making Your Telephone Sell 5-6 


“There is one skill which can definitely and con 
cretely stretch a selling day. It is skill in the use of 
the telephone,” says the Institute of Business Re 
search, publishers of a booklet, “49 Ways to Make 
the ‘Telephone Sell for You.” Offered as a busines 
builder, it is available for quantity redistribution 
under the imprints of companies desiring to capital 
ize on this opportunity 
are 49 business 


Enumerated and described 
building uses of the telephone which 
have produced millions in sales for many enterprise 


To receive further information without cost or 
obligation for any items reviewed, use the 


handy inquiry form on page 10. 











Have You Tried Vinyl Weatherstripping? = 
Vinyl is 


a multitude of use 


finding 
it has great 
Adams Engi 
Miami, is using a vinyl insert for 
weatherstripping in its extruded aluminum thresh 
olds. Such thresholds make it possible to eliminate 


the amazing new plastic that is 
in home building 
resistance to wear and chemical action 
neering Go... In 


NAL Rear Estate ann BuitpiInG JourRNaAI 





uch as rear doors o1 
Simply attach the 
and no further 
on the bottom of the 
a complete line of ex 
indow and door produc Is 


costly wood thresholds in places 

or below grade entrances 
aluminum threshold to the 
weatherstripping 1s 
threshold. Adams has 
aluminum w 


yarayes 
concrete 
needed 
door or 


lt uded 


Test Dive aes 

Before plunging 
Lunn I 
for durability 
this sample fiber glass 


into the swimming pool market 
of tests 


istance on 


conducted several year: 
and chemical re 
pool. By surviving all weather 


aminates. Inc 
weather. 


several hurricanes, the sam 
ple pool proved its color stability and durability 
Vilade laminated with polyester resins, 
the small pool served as an experiment in preparation 
for the marketing of a life-time pool 


ing conditions, including 


of fiber glass 


Lawn Come-On id 


Do you build than 20 homes annually? If 
you do, you are qualified to take advantage of a free 
eeding-and-landscape offer by Whitney Seed Com 
Under this plan, Whitney experts will supply 
eed for your own planting or will arrange for a 


pany 
free 
home lawn, depending on your 
with lawn display 
sales message. This promotional aid in 
home selling offers three different 
backed by a seven-point merchandising plan 


include advertising 


completed model 
building volume igns to punch 
home the 
eeding program 
which 
help. 
igns for 


cooperative newspaper 


free seeding of model homes, “ager ec 
lawn ee 


model home lniy and maintenance 
aids for the 


aids 


special see 


home owner, and other important sales 


Insulating for Electric Heating 5-10 


How to Insulate Your Home for Electric Heating 
booklet offered by the National Mineral 
ociation in cooperation with the National 
Vianufacturet Association. It predict 
within five years. than 100,000 house 
will be annually. The ad 
outlined, 


is a new 
Wool As 
Electrical 
that 
heated by electricity 


more 
built 
vantages of electric heating are along with 
of how mineral wool 


electrically heated j 


various types, and an example 


hou ‘ 


nsulation benefit 
t-table 


given 


MWba co 


What's the Differential? 


The incorporation of a new 


Electric Fe 


engineering develop 


ment in they reed Air Heating System 
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has been announced by Electrend Products ¢ orpol 


tion. This is the design of a sensitive hydraulic action 


thermostat especially for electric heating which main 
1, temperature differential. A 
ol has al 0 been added which operate the 
fan independently of the wtion. The fan 
now distributes all heat generated before shutting off 


and a silent off-and-on action comph hed 


New Booklets You Should 


Have for 


tains a minimum of 


bonnet cont: 


thermostat 


© Planning New Homes 

® Training Your Salesmen 

® Modernizing Properties 

® Building Shopping Centers 


® Operating Your Business 


Home 1 hie 
practse tl information and 
based 5-12 


Your 
20 pages ol 


How to Modernize 


(C.o. Contains 


Rube roid 


full color illustrations on case studs 


Remodeling With 
\nother 


Clie losure ‘ 


Windows 
() pages 


\ndersen ¢ 
ith pictures 


kitchen 


oOrpol i 


tion ol ideas w showing 


tthe entire 


5-13 


porch expan heoth 


exteriors 


WORLD’S SMALLEST 


COMPLETE K\TCH EN. 


fol, ee wide 


Combines 


STOVE 
OVEN 
SINK 

REFRIGERATOR 
FREEZER 
STORAGE 





General Ch 


WRITE 


arta Chef pert ae conP 


NATIONWIDE SALES AND SERVICE 








Letters — 


Builder Responds to 
Sales Agent Story 








Gentlemen 

It was recently my good luck 
to pick up a January 1956 copy 
of your magazine while in a brok 
er’s office 





There was a surprising amount 
of information packed between the 
covers. But just one article “You 
Can Get More Builder Business’ 
by Robert Payton was worth 
many times the price of a year’s 
subscription to me. 

Since I am just a builder. | 
may not be permitted to subscribe 
to your magazine. But if you can 
take my subscription, please do so, 
and bill me for it 

If you have an extra copy or 
two of the January 1956 issue, I 
would like to place one in the 
hands of my sales agent 


John A. McNeal 
Mansfield. Ohio 





























Gentlemen 

We heartily agree with the 
editorial written by Bob Fawcett 
in the April issue of the JourNAL 

|entitled, “The Price Pumping 
Practice.’ 

We feel this article so good 
that we would like permission to 
recopy same and give it to every 
member of our Board, including all 
our salesmen as well as broker 

Laura Albrecht, Secretary 
Davenport Board of Realtor 


| Gentlemen 


‘ “st . y ‘ . . rye. y . . | VW 4 ) ‘ ‘) { > 
SPECIFY WIDE LAPPED EXTERIOR PLYWOOD SIDING e find your publication to be 

the finest of its kind and very 
to emphasize the long, low lines so popular with today’s home helpful 


buyers. Courses of 12, 16 or 24-inch widths add design simplicity, John S. Clark & Son 
create a new and unusual “‘scale.’’ Exterior plywood siding is Chicago 

strong, splitproof. Goes up quickly. Cuts application time up to a 
one-third. For really big savings, plywood can be applied directly It has been necessary for m 
to studs to eliminate sheathing costs entirely. | to cull my magazine subscriptions 
due to lack of time to devote to 
them. The National Real Estate 
and Building Journal, however, i 
one that heads my list of ‘must 
reading. Its size makes it conven 
ient to read. its contents are al 





INSIST ON DFPA GRADEMARKS! 


For Outdoor Us Specify EXT 


| ways interesting, educational and 
to the point. We choose timely ar 
ticles and read them at our sale 
" : > Wee meetings. The magazine covers the 
FREE PORTFOLIO OF EXTERIOR T a hendieiil mene entire national field of housing 

FIR PLYWOOD DESIGNS most satisfactorily 1 more com 


DEFPA FE erie ‘lywood: ! 


File folder assembly contains El r| ely th ri ¢ her m 7 ‘ 
design ideas, application 

sondilention data. Write (USA I Jennis VW agner, Ke altor 
only) Douglas Fir Plywood KF] P iSO 
Assoc. Dept. NR, Tacome 2 : 
Washington 


Lexa 








Please turn to page 30 
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Product Progress 


(Continued trom page 15 


Windows for Air Conditioned Homes Andersen 
Corporation. A technical bulletin for your design de 
partment, yet written in non-technical Well 
illustrated 5-14 


This is the FHA \ 16-page booklet available fon 
15 cents from the Superintendent olf Documents, U. S. 
Government Printing Office, Washington 25, D. C. 
Please orders direct. It valuable in 
training yout 5-15 


terms 


s na should be 


salesmen 


Craltsman Book Com 
America. Complete estimating guide for all 


National Home Estimator 
pany ol 
types of building with plenty of diagrams for making 
estimates easily and quickly. Price 53. Free literature 


and order card on request 5-16 


Yearound Air Conditioning with Airtemp — An 
Chrysler Corporation \ 12-page 
catalog of residential models, with technical data and 
5-17 


Richard B. Pollman Home Plan 
\ 136-page booklet showing elevations and 
floor plans lor 300 convenient living designs of a wide 
5-18 


temp Division ol 


spec iheations 


300 Homes by 
ners, Ine 


variety of types by a noted designer. Price $1 


10 Homes with Three and Four Bedrooms Homes 
for Living, Inc. A 68-page booklet of designs by 
Samuel Paul, ALA, three bed 
rooms. Well illustrated 5-19 


containing and fou 


Greater Profits from Listings National Institute of 
Real Estate Brokers. A bulletin sponsored by Donald 
F. Moore of Chicago, NIREB president. 5-20 


Mortgage Lending in a Period of Rationed Credit 

\ 138-page booklet containing the proceedings of the 
llth annual conference for 
banking, 
luate 


senior executives in mort 
published by New York University's 
5-21 


gage 
| lof | . | t $2 
al school oO uUSINeESS administration p 


vi 


Color Styling Kit Arco Company. A booklet of 111 
carefully worked out color schemes, suitable for large 
scale developments or for single unit building. Color 


card is included. 5-22 


Home Builder's Merchandising Program Coleman 


Company. A l6-page catalog of display cards, signs, 
warranty bonds, banners, display ads, television an 
nouncements, giveaways, balloons and other merchan 


dising aids lor builders and Realtors 5-23 


Products for Shopping Centers Westinghouse Elec 
tric Corporation. A 32-page, well illustrated booklet 
showing lighting fixtures, clectric stairways, air 
ditioning, power distribution 
ment and their uses for shopping centers 


con 


water coolers, equip 


5-24 


Products for Better Construction W. R. Meadows, 
Inc. An &page bulletin showing new types of insula 
tion and Vapor! barriers for practically every Ly jx ol 


construction application 5-25 


Frigidaire Products for 1956 \n architectural file 
of Frigidaire’s entire line including all appliances and 


ur conditioning equipment. Concisely presented, 5-26 


5-27 


Movable and Modern 


Mills has put something over on Jericho 
down in the way of “Mills Movable 


W hat 
Vetal 


COCS 
p20 
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Walls” can go up again with flexibility, adaptability, 
and without material loss. A 68 page workbook of de 
tailed information on flexible interiors for construc 

tions of every type has been published by the Mills 
company. The theme of the 1956 Mills Walls Catalog 
is ““Mills Movable Metal Walls Provide Space Con 
trol.” The book gives information on design and con 
struction features, specifications and detail drawing: 


5-28 


Weathertight Window Features 


Two improvements contributing to weathertight 
ness and strength of the Andersen “Flexivent’ win 
dow have been announced by Andersen Corporation 
One is the “Bar-Lock” underscreen operator, engi 


(Please turn to page 36) 





Are You Planning to Build a 
SHOPPING CENTER? 


If so it will pay you to examine our Atlases of the 


most important shopping centers in the United States 


Study these maps as to the most effective layouts 
type of tenants and other important data which 


will assist you in planning your shopping center 


NOW AVAILABLE 


MAPS OF MORE THAN 30 
PRINCIPAL SHOPPING CENTERS 


SURVEYS OF MORE THAN 
300 PRINCIPAL CITIES 


Clockings Aerial Views Photographs 


NIRENSTEIN’S 


NATIONAL REALTY MAP CO. 


Established 1924 Springfield, Mass. 
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Once they see the Youngstown Kitchen, 


you'll have satisfied tenants and buyers, 
instead of undecided prospects! 


The room that really sells them is the kitchen 


it's the most furnished room you have to show! 


And Youngstown Kitchens have everything women 


want: casy-to-clean baked-enamel finish . . . stain 


resistant Formica tops built-in ovens and sur 


face cooking units choice of warm, decorator 


selected colors prestige from national magazine 


and television advertising! 


Sturdy all-steel units save you money, too! They 
come prefabricated with hardware attached, ready 
for quick installation! The finishes stay satin-smooth 
for a housetime; and steel is the perfect surface for 


repainting, if you should ever want to do so 


For full details, write: Director of Varketing 


Dept. NRE-556 


Youngstown Kitchens 
Ohio 


Warren, 


Youngsloun frilehens 


pivision or American-Standard 


Sold in the United States, Canada, and most parts of the world! 
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Centralized Purchasing = 


Your Most Important New 


YELLING houses for client contractors has become 
KJ the most important source of business for Realtors 
ince the end of World War IL. In the past year and 
a half it has become standard procedure in most part 
Much of the credit for creating this 
profitable new market is due the aggressive, met 


of the country 


chandising-minded real estate companies that now 
dominate the industry 

These same companies have now introduced a new 
service for their contractors that is of tremendou 
ignificance for the entire home building industry 

centralized purchasing 

The sales agent. representing a group of contrac 
tors. makes the purchasing arrangements with sup 
pliers, distributors and dealers. It is simply a more 
efficient, much more economical way to buy product 
and materials. And it is in the same tradition of sim 
plifying operations that has marked the progress of 
almost every other major American industry 

By doing this. the sales agent offers each builder 
an opportunity to get maximum discounts for quan 
tity buying. He offers the individual supplier or dis 
tributor a package of contractor business, usually 
greater than the supplier has been able to develop 
himself 

secause of greater volume, the supplier is willing 
to contribute to the advertising costs and more 
advertising per house means more sales and greater 
profits to the sales agent, the builder and the supplier 

lo the small builder particularly, this type of 
ervice is a godsend. Trapped by rising material and 
labor costs, his profits being further reduced by the 
necessity of paying a sales agent’s commission, his 
opportunities of increasing his net profit per house 
would have become more and more limited 

The sales agent who can offer each of five 10 
house contractors a 50-unit price on appliances is 
going to have contractors lined up outside his door. 
eager to do business 


The sales agent who first told us of this service 
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Editorial 


Service 


operates it this way: He assembles land for a sub 
division and sells the lots to his contractor Hle then 
arranges with millwork supphers, appliance distribu 

based on total 
purchases of all participating builder for each 
builder in the project The distributor or dealer agree 


tors and so forth, for a set price 


to rebate a fixed amount on each billing. and thi 
money goes toward promoting the subdivision a 
whole 

The supplier and dealer this Realtor tells u 
were reluctant at first. They didn't like the rebate 
idea. But as soon as they realized that increased sale 
and new business resulted. they couldn't praise the 
idea highly enough 

There are many things to be considered when at 
ranging a par kage deal ol thi kind You have lo be 
ure youre buying the right quality product at the 
best price, and that your contractors will receive 
maximum service. You cant let price be the only 
and third 
harder to sell 
There is also the plea ant fact that more and more 


factor because you have to sell the house 
rate products will make the house 
manufacturers will go out of their way to help you 
in your promotion. Many have professionally-pre 
pared builder merchandising programs. How much 


help these manufacturers will give to land the pack 


age deal you offer depends largely on your ability to 


negotiate with the supplier or dealer 

As has been proved time and again during the 
past couple of year contractors wall go to the sale 
agent who gives maximum service. The sale 
able to offer builders real 


ized purchasing has a tremendou 


agent 
avings through central 
advantage over 
the sales agent who won't go to the trouble to do so 

The long-range implications of centralized pur 
chasing for the new home field are hard to calcu 
late. One short-range implication is clear, however 
Good sales agents are not going to sit on their hand 
handle 


and wait for their builders to ask them to 
purchasing 


(Brt+- Palos 
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Many real estate and building organizations are finding 
television an excellent medium for showing listings, 
promoting demonstration house openings. The 


testimonials in this article show these results come from 


careful programming, proper selection of spots, and 


attention to copy. The experiences of these real estate 


executives will help guide your own use of television. 


, 1956 NATIONAI 


"pew IMPACT, “ll take televi 
vision.” That the way |. H 
Jud” Hammerman, head of 
Maryland’s S. | Hammerman 
Organization, sums up his experi 
ence with advertising media 

Nor is Hammerman alone in his 
Opinion 
the chent received 330 
phone calls and approximately 800 
pieces of mail from one spot ays 
George Patton of George Patton 
Advertising, Hollywood, describ 
ing results from a KTTV Los An 
geles commercial 

“There is no other medium of 
advertising that can compare with 
television for a dollar-investment 
tandpoint,’ Dan K. Sandifer, Lub 
bock, Texas, real estate man, say 
about his program on KDUB-TY 
Lubbock 

Since we joined WTVJ in Jan 
uary of this year, we have approx 
imately doubled our gross sale 
Peter Bluesten of Peter Bluesten 
and Co., Miami, comments 

I believe in television because 

I know it pays off,” remarks Dan 
Hopkins of Hopkins Bros. Con 
struction Co., owners and builder 
of a new Atlanta subdivision. Hi 
firm uses WLW-A Atlanta 

“We feel that our television and 
radio programs are doing a won 


derful job,” writes Harry L.. Mar 
tineau, head of M & M Realty Co 
Cincinnati, in a letter to Mort Wat 
ters, general manager of WCPO 
r\ 

Such testimonials could be con 
tinued indefinitely ince televi 
sion with its ability to take viewer 
on a tour of the house for sale i 
proving the perfect medium to in 
terest a home-hungry public in 
real estate 

But the problem of getting the 
family that wants a new home and 
the kind of a home they are likely 
to buy together is not always an 
easy one to olve Viany road 
blo ks can interfere. and one of 


Condensed from January 1956 Telew n Age 
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the most serious is the lack of time 
which the average prospect has in 
which to shop for a home. Not only 
does he lack time but he also, in 
many lacks energy. He 
doesn't want to go house hunting 
The prospect of visiting countless 
houses in which he may or may 
not be interested during his few 
precious hours of time off from his 
job fills him with horror 

Television answers both of these 
problems. It introduces the pros 
pect to the homes from which he 
may choose without requiring any 
effort from him. It takes him on a 
tour of these homes, explains their 
good points and shows their neigh 
borhoods without asking him to 
move from his chair. If he sees a 
home or a style he likes, he can 
then make inquiries with a mini 
mum of effort 

Not only is television selling an 
advantage to the prospect, it is a 
boon to the real estate man as well 
For by means of the 21-inch screen 
a few inspection tours for each 
property listed may take the place 
of countless hundreds of individual 
tours which would be necessary if 
each prospect were physically 
transported through the premises 
Not only that, but, through TV. 
the salesman has an opportunity to 


cases, 


talk to hundreds of prospects who 
would never find the time, nor the 
ambition, to visit even his office 

television 
selling apply with equal force to 
the Realtor who deals in all sizes 
of homes, 


These advantages of 


both old and new, and 
the development promoter or 
builder 


The S. L. Hammerman Organi 
zation of Baltimore. mentioned 
earlier. sells around 3.000 homes a 


A con 


year for its client builders 


cern with 37 years of building rep 
utation, it 


ales on TY 


“Television works,” 


has pioneered house 


in the area 
Ham 


im pat t 


Says 


merman, “because it has 


NATIONAL REAL ESTATE A SUILDI 
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ind immediacy. Through a satu 
ation campaign of one-minute and 
20-second spots, it has opened up 
an entirely market to us and 
has paid off in direct sales of new 
homes 

While com 
pany form of adverts: 
ing, the president is sold on TY 
“Where,” he asks, “can you have 
an audience all to yourself? 

When a family looks for a new 
home in a newspaper, the compe 
tition is thick and the offerings of 
one real firm adjoin the 
columns competitor Sul 
when home 
and we bring them a new concept 
of living, even though they are not 
specifically looking we open up a 
brand new market. And from those 
spots new buyers are coming to us 
daily.’ 

Hammerman is currently using 
a nightly strip of spots on WMAR 
TV Baltimore on the MPTYV syn 
dicated series. The Adventures of 
Sherlock Holmes, at 10 p.m. night 
ly. The has a 20.1 
the station reports 

“One TV shot 
Hammerman full 
page ad. As a matter of fact, more 
people see this spot than see a full 
” Currently. the 


new 


the Hammerman 
uses every 


estate 
of a 


they are relaxing at 


series rating 


here ays Bud 
worth a 


page ad firm 4 


promoting sale of 279 new home 
in 80-acre Randallwood. near Bal 
tumore of the ranch 
type homes is built on a large land 
scaped lot, is modern in every de 
tail and includes up-to-the-minute 
Youngstown kitchen: of the 
premises make good programming 
officials feel ‘TN 
not expensive, even 
in Class A time, which they prefer 
“Tt costs little 
or nothing.” says the Realtor. “We 
go to the suppliers, like Young 
town Kitchens and American 
Standard Plumbing, and give them 
the opportunity thei 
merchandise then 
product ith co 


Since eat h 


tour 


Hammerman 
advertising | 


our organization 


to di play 
and publicize 


They parti ipate \“ 


Vay 
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now...let your prospects 
‘“custom-design’’ their homes 
with the BEST 








CHOICE JUST ONE 











seen ter 

















THE BEST COMMUNITIES O F TOMOR 


See this revolution in factory-built home design that BEST 
is introducing for 1956! Best “Freestyle” Homes give you as many 
different home designs to sell as you could possibly want—up to 45,000 
from a single basic plan. But you work with only the one, two or 
maximum of three basic plans you choose. 


To sell this history-making ‘Freestyle’ Home, Best has developed 
a sensationally-unique merchandising and sales tool—the “Silent 
Architect”. With it you can show customers exactly what their home 
will look like—whether you offer every “Freestyle” design 
or a limited selection. 





Every day you miss getting the facts about Best “Freestyle” 
Homes and the “Silent Architect” is a day of lost profits. 


W. G. BEST HOMES CO. 
EFFINGHAM, ILLINOIS 

















=) WwW ye oe BUILT WiTH |. 7 eo TODAY! 





Coop IV Sales Plan Opens TV 


Since the firm 
does its own financing, that, too, is 
promoted on television 

Hammerman is nationally 
known in the real estate and home 
building fields as an imaginative 
creator of merchandising methods 
Behind the younger Hammerman 
is S. Lawrence Hammerman, his 
father, founder of the organization, 
who remains with the company as 
chairman of the board. He is as 
enthusiastic as his son about their 
TV success. With the other officers 
of their company, the two Ham 
mermans examine and produce 
every bit of advertising copy rela 
tive to their huge business. Plans 
are being made to use more tele 
vision in the future 


operative money 


WNBK Package 
In Cleveland WNBK, the NBC 


television station under the man 
agership of Lloyd FE. Yoder, has 
developed a highly successful TV 
package, Homes for Sale, which 
makes it possible for smaller real 
estate companies to participate in 
TV advertising 

Working with Paul Coble, a 
count executive of Fuller & Smith 
& Ross of Cleveland, WNBK sales 
representative Harold L. Gallagher 
has interested some two dozen 
Realtor members of the Cleveland 
Real Estate Board in forming the 
Cleveland Real Estate Telecasters 
Association 

For a weekly cost of less than 
$50 each, the group sponsors a 
half-hour program on Sundays at 
| p.m., featuring the local person 
ality, Bob Bouwsma, as the “old 
house-hunter.”’ 


ach participating 
Realtor presents a “TV Home of 


the Week" which is shown either 
on film or with photographs The 
accompanying Commentary tells 
about the home, its location, fea 
tures, price and the name and 
phone number of the Realtor han 
dling the listing 

The program features homes of 
all sizes, prices and locations, and 
Realtors give the plan additional 
support with tie-in newspaper ad 
vertising. Starting July 17, the first 
week, the program resulted in a 
tual sales of more than $50,000 
Realtor William Brown not only 
closed a deal on his featured home 
but the 20 couples who responded 
netted him two other sales plus “a 
hatful of prospects.” Three other 
Realtors made double sales from 
the single listing. Following weeks 


24 


have been just as encouraging 

Pulse gives the show a 4.2 rating 
which. the station figures would 
make the cost per thousand 47¢ for 
each Realtor 

Viewers tell Realtors they like 
the broad selection of homes the 
program offers with the chances 
for quick comparison. Some use 
the program as a guide in pricing 
their own homes for sale. Many 
comment on viewing 
the program in their own homes, 
letting TV do the pavement pound 
ing 


the ease of 


High Priced Home, Too 


The Cleveland Realtors find 
there are many more home buyers 
in the $12,000 to $20,000 class than 
in the $25,000 to $30,000 class 
There are exceptions, however 
Realtor Ed Sternad featured a $75, 
000 house and drew inquiries from 
18 couples 

A no as information center 
gives data on any house offered, 
and prospective sellers are told to 
call the same number. Realtors 
find the program especially effec 
tive in attracting sales listings and 
in inducing owners to lower the 
prices on overpriced property. Use 
of television seems to convince 
owners that the Realtor is using 
every available means to sell prop 
erty. 

Traffic at open house displays 
has also improved in quantity and 
quality. Hilltop Realty reported 
that a single TV listing drew 80 
couples within a week 

Homes for Sale is also effective 
as an organization morale builder, 
giving realty salesmen the satisfac 
tion of being identified with a pro 
gressive outfit, as well as support 
in earning more commissions. The 
value of TV as an institutional 
promotion is unquestioned. The 
venetrating power of television has 
iad lasting effect. Property owners 
who had no idea of selling when 
they first saw the Cleveland pro 
gram have called member Realtors 
months later because they recalled 
the name as associated with mod 
ern promotion and sales methods 

Another Realtor cooperative 
television sales plan, in which a 
number of Realtors get together to 
promote by TV a development in 
which they all have a part, has 
been tried in several markets. Not 
able examples are those in Salt 
Lake City and Lubbock, Texas 

Nearly every type of television 
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program is being used to advan 
tage in one market or another by 
Realtors and builders. The medi 
um has proved effective in all parts 
of the country and in every size 
of community. Following are some 
typical examples 

@ Peter Bluesten and Co. of Mi 
ami began using television in Jan 
uary, 1955, after previous exper! 
ence with classified and display 
newspaper advertising and a small 
amount of radio. The firm spends 
$1,200 a month on WTVJ sponsor 
ing Howard Brown and the News 
6:45-6:55 p.m., Sat.). Bluesten 
gives his own commercials, believ 
ing that appearing in person gives 
viewers a chance to get better ac 
quainted with him and his firm 

The weekly broadcasts result in 
sales practically every week, but 
Bluesten believes that the biggest 
plus is making people so familiar 
with the name that they automati 
cally contact the firm in any mat 
ter pertaining to real estate. He no 
tices that in many of the contacts 
he makes on properties not adver 
tised on television the prospect 
mentions his TV advertising 

“Since we joined WTVJ in Jan 
uary of this year we have approxi 
mately doubled our gross sales,” 
says Bluesten. The firm was found 
ed in 1948 with a very small office 
and Bluesten as the only employee 
When he began using TV first in 
1955 there were 18 employees and 
a booming business. Today the 
company has expanded still fur 
ther with offices in five cities in 
south Florida and 42 employees 

As the firm grows, the budget 
for television is expected to be in 
creased 

@l.. J. Gradisher, contractor 
and builder of Chicago, received 
an amazing response from one one 
minute participation on WBBM 
TV's In Town Tonight. Gradisher 
reported to his agency, Gerald 
Shields Advertising, “Three peo 
ple, who have their own lots, came 
in and wanted to build as soon as 
possible. Nine others will build as 
soon as we can get them a desirable 
plac © ” 

The houses in question 
from $20.000 to $50,000 

The contractor reported 143 
phone calls as a result of the an 
nouncement, in addition to 37 let 
ters and 14 postcards Some 66 of 
those making inquiries wanted to 
know more about the heating 
plant, 45 made inquiries about the 


range 
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Market 


alt 


plumbing and 80 asked about the 
insulation 

@ Hopkins Bro Construction 
Co. of Marietta, Georgia. finds that 
television is its most valuable ad 
vertising medium 

Two brothers, Daniel and Paul 
Dean Hopkins, are building the 
Spring Valley subdivision near At 
lanta. They do thei elling 
lo publicize their project they use 
three media radio, newspapers 
and WLW-A Atlanta. The climax 
of their campaign came the week 
end of June 4-5 when Hopkins 
Bros bought 10 ID’s and 10 one 
minute announcements on WI.W 
\ showing the open house and de 
scribing it. A 
900 couple 


own 


a result, more than 
braved a weltering 
summer day to look at the develoy 
ment 

The format was used on 
subsequent weekends with equally 
pectacular results 


Same 


television because 
I know it pays off Dan Hop 
kin I only spent a modest sum 
with WI.W-A,. and_ the 
were staggering 75 percent of 
the people who attended our open 
house and eventually 
our TV ads 

Our subdivision now has 26 
homes completed; 24 have been 
old. We intend to use 
to stumulate the public 
other 


I beheve in 
say 


return 


bought saw 


television 
interest in 
are building and 


plac ing on the market 


houses we 


One Friday Segment 
Lee Kornreich, Wilming 


ton, Delaware developers bought 
nighttime 
During 
of VIS 


and 22 


and 


one 15-minute 


Friday 
WDEL-TV 
the next two days hundred 
itors toured the houses 
homes were sold at price 
from $11.200 to $14 
Sales continued at a 


egment on 


ranging 
500 each 
rate of 10-a 
week in the weeks immediately fol 
lowing the telecast 

M & M Realty Co. of Cincinnati 


l a sale 


pioneer in real estate 
through television, Organized in 
1946 by Harry L. Martineau. a 
prominent Cincinnati attorney, the 
company has employed all media 
The advertising budget at present 
is around $140,000 a year and al 
most half of it is spent on television 
on WCPO-TYN 
Keystone of 
schedule is 
Dotty 


rade 


the WCPO-TY 
daily participation in 
Mack's Pantomine Hit Pa 
Results prove that the invest 
ment is paying off. This year M & 
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Low 
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VI has opened four new offices 
the total mow 1s six and the 
number of salesmen has jumped 
from 29 to 55 

M & M’s monthly sales goal is 
$1 million, a mark which they 
often break. In a letter last June to 
Mort Watters. general manager of 
WCPO-TV, Martineau said, “I 
thought you would like to know 
that M & M Realty Co. went over 
the top on million-dollar sales for 
the month of May and we are well 
on our way to making it one and 
one-quarter million for the month 
of June. We feel that our television 
and radio programs are doing a 
wonderful job ' 

Supplementing television, M & 
MI uses the real estate listing sec 
tions of the daily and 
papers On radio 

programming. 


Sunday 
they use 
quiz 


new 


new hows 





With Television? 


of television a 
Has your experience 
had little succes 
JOURNAI 
experience 





a real estate adverti inp 
been 





and adjacencies to sports event 

In addition to participation on 
Pantomine Hit Parade. 
pany uses Cla \ 
jacencies to 


the com 
and ad 
events. Com 
take the form of tours of 
the homes being offered for sale 
Martineau gives a good deal of 
personal interest to these 
making sure that they are 
that each person 
them will feel he is taking the tour 
personally We don't how 
home ; we mer handi = them he 
ays of the technique 


pot 
spor ts 
mere ial 


film 
arrang 
ed ~f) who of 


just 


Our entire 
Guaranteed Advertising Program 
is directed effective mer 
chandising and we emphasize 
the individual sale 
Martineau is 
subdivi 
Homes. 
Homes 


toward 
and ervice 
president of two 
ions the Westbrook 
Irie and Meadowview 
the Westbrook Meadow 
view Co.. Holden 
Irie a construction Company 
Westbrook Homes Sales. Inc.. a 
holding corporation for real estate 
investment 


Landscaping 


and 


VMiartineau has as hi goal 


6 


next 
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Cost to Realtors 


10 offices, 150 salesmen and an in 
creased advertising budget, He 
feels that television advertising has 
made possible fulfillment of the 
company slogan: “M & M is the 
citywide House-Sold name in real 
estate.’ 

@® Morris Construction Co., Tul 
sa, plans to spend 75% of its adver 
tising budget on ‘TV in the future 
The decision was made when the 
firm's operators, Warren G. Mor 
ris, Nina Kay Morris and Mrs. O 
G. Kay, found that television ad 
vertising on KVOO-TY 
ping up daytime sales 

Since the firm began operation 
in March, 1953, they built 
and sold about 500 GI homes for 
prices averaging $9,000, This 
they will have built and sold 
houses and next they 
350 more 


was step 


have 


yeal 
400) 


year plan 





What Has Been Your Experience 


Phe men in the accompanying article all speak highly 


medium 


the same? Or have you 


with it? Write your opinion to the 
so that other readers may benefit from your 





The company 
one-minute 


began by using 
which they co 
ordinated with their newspaper ad 
vertising, Thi expanded to 
five-minute 


spot 


Wa 
two weekly egvment: 
and now a regular 15-minute show 
directed toward the home-maket 
will be KVOO-TY 
Friday morning at 9: 30 

The new will be directed 
the 
home improvement facilities of the 
COMpany 

Morr 


be made a 


used on each 
how 


toward interesting viewers in 


believes the public can 
trading-conscious in 
real estate as they have become in 
automobile This will mean a 
gradual change in point of view 

he say just the 
that 


but television 1 


medium that can make 
change 

@® Pancake Realty Co, of Hunt 
ington, West Virginia used TV to 
promote Gunnison Home 
opment five miles from Hunting 
ton. The firm bought ten [D's over 
WSAZ-TV Huntington at a cost 


of $165. As a result than 


5.900 persons in pected the home 


a devel 


more 





Acrial view of part of Allied Gardens shows location of bridge 


(circle) where drainage problem interfered with connection to 


highway. Already more than half-completed, Allied Gardens will 


ultimately include 2,000 single-family homes and a shopping area 


( NE of the perennial problems in planning and de 
veloping a obtaining proper drain 
The story of Allee 
Subdivision in San Diego. California reveals how se 
rious the problem can be and yet how the most 
difficult drainage problems can be solved 
Allied Gardens is a subdivision 
nationally-known builders Bollenbacher 
The principal problem lay in the terrain and to 
Because of a lack of reasonably 
limits, 


ubdivision | 


age at reasonable cost Gardens 


built by 
and Kelton 


705-acre 


pography level land 


within the city the subdivision was developed 
on irregular terrain Development necessitated moy 
treet 


ing two million vards of earth for the 


Multi-Plate 


“barrels,” 


urches were assembled and erected into four 


each 62 feet long. Completed structure is connected 


olving 


a Project 
Drainage 


Problem 


California builders faced a serious 
drainage problem at an important con 
nection to an adjacent highway. 
Drainage engineers and specialists pro- 


vided this simple and quick solution. 


The principal drainage problem occurred where an 
onstructed from the project 


VMiulti-Plate 


lar ve 


access freeway to be ¢ 


sed a large stream bed. Four lines of 


cros 
pipe are h were installed, each 62 feet long. The 
7 


prefabricated 


pan 7’ 5’ 
tee] 


tructural plate pipe arches were of 


rise, and assembled from heavy 
plate 

The job was designed by United Control Engineer 
of San Diego and let to Armco Drainage and Metal 
Products. Inc. of Middletown, Ohio. Armco took ove 
the entire job of erection. Cost of the Multi-Plate 
pipe in tallation was $18,314 and was 


completed in 
10 day Thi aved considerable time and mone, 


with the highway and fully protected by Flex-Beam guardrails 


on each side. Final cost was $18,514, a considerable saving 








Sales Training Series — Number 14 



































profession 4 alway interesting 
and challenging, top production 
- — will not result. If the real estate 
Ca busine j unappealing to any 


alesman reader of thi plea © a 

. cept my advice lo change job 
Which Shall It Be? promptly. Thi imple yet basi 
e premise is the real reason why | 


like commercial real estate and 
would probably be Corl iderably 


~ ; less successful in selling house 

The author is a veteran Realtor, a commercial property specialist 5 Ines iene te noid Ghak Senile 

and in 1955 was president of the Brokers’ Institute. His sympathies is selling the product is unim 
: ortant the selling technique 

are y : side of selling commercial property. In this age! 

are strongly on the 8 ved aes a BS are identical.” I challenge thi 


of specialization, the questions he asks and the answers he gives are statement as being completely un 


of vital importance to every broker and salesman. founded in fact. In my opinion 
, procedures differ greatly un the 
commercial and residential field 


of real estate 
By Louts S. LARONGE 

y ' Oh Vi | too have old a le 
» » 
asad? oe 7 ery on hrotagaaam Lemon ie unr theme | pointed pene 

0 ta Siale rorers 

Cleveland. Ohi room arrangements, Color scheme 
eveland, oO 


utihty of the kitchen, the smar'! 
appearance of the library, the pan 
oramic view through the living 


OUSE elling is an integral ideration be given belore a. de room picture v indow, the proxiumi 
| part of our companys over cision is reached ty to rapid transit, churches and 
all pattern. We operate three House selling in our community hopping. Long ago, | realized that 
branch residential offices with a has been unusually good for the down payment and financing are 
sales personnel numbering forty past twelve to fifteen year Wi important elements in residential 
five and are planning to open a have recruited some of our per elling. but most important is sat 
fourth territorial office within the onnel from other | lucrative fying the woman of the house 
year. Periodically, one of our resi elling = line A radio-television The salesman receives a big lift 
dential salesmen will confer with alesman who earned $6.000 a from a satisfactory closing of a 
me, seeking the answer to the year in 1950 now averages $15 house deal, It is real pleasure to 
question, Should I graduate to O00 per annum with u A new ee a family properly placed in 
the commercial department? paper advertising solicitor who new surrounding within then 
Sometimes | wonder whether such reached a high of S90 a week seven budget and where the = childres 
a step at tually is a graduation The ol eiwht yea! ago i now in the Can prow up in a decent environ 
knowledge | have of the annual $10,000 to $12.000 a year bracket ment, But my own reaction to thi 
earnings of residential salesmen in real estate. And these are mere type of selling is that it is monoto 
could well lead lo the conclu ion ly two example nou 
that it is not. At least, such know I have never looked upon my Ihe commercial field offer 
ledge makes me suggest to the in efforts in real estate with the dol broader horizons. kor the purpose 
quiring salesman that deep con lar sign as a goal. Unie ome Please turn to page 
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The New York skyline includes many of 
the 56 buildings managed by the author’s 
lower Man 


company. This is a view of 


hattan financial district at night 


By H. ROBERT MANDEL 
President 


Abbou & Adams, Inx 
New York ( ity 


| JROPERTY management in it 

self is not profitable to the 
managing This is particu 
larly where there i: 
rent control attendant 


high clerical and overhead costs. It 


agent 
true in areas 
with its 
nevertheless acts as a source for 
much other profitable business as 
well as a superlative means of con 
tact for prospec ts 
While these facts 


eem obvious, and a desire 


in themselves 
to ac 
quire this type of business exists in 
various degrees with most broker 
lack of the know-how of 
act as a deterrent, Thi 


at quist 
tion doe 
article j 
those 
first 
who 


intended as a guide to 
who are take the 
well as a help to those 
thei 


about to 
lep “as 
anh 


want to mcrease 


agement portfolio 


Benefits 


Lhe imcome or los 
from a management department i 
in itself no measure of the 
fits derived, If this 


would not be the 


bene 
were so, 
evel present 
drive among most brokers to a¢ 
quire this type of business, Many 
of the indirect benefits are obviou 
but bear repetition nevertheles 

a All sorts of property sur 
ance brokerage is concurrently 
handled by the managing agent 


28 


there 


Youre Surrounded 


by Management Prospects 


broke rave 


I developed as a result of the un 


b Other insurance 


avoidable contacts with 


broker 
management 
( Sales 


ownel 
and tenants incidental to 

and 
ible 
managing agent | 
opportunity by hi 

d The 
mortgage and refinane ing 

e It j true of appraisal 
work and retention of the agent a 
a consultant 


I Many lead 
agent 


purchase are 
and usually the 
first 


made po 
given the 
chentele 
ame is true of nev 


al {) 


come to the 
attention resulting in ad 


ditional leasing and renting bu 


ne 
Z Syndicate operation are 


much easier with a large manage 


ment chentele 
h Vanagement 


agent an 


give an 
opportunity to display 
atility in a 


talk on 


his ver 
that no 
duplicate 

" When it 
itably. it has the 
teady 


concrete Way 


literature can 


doe oper ile 


prol 
advantage « be 


ing a producer of income 


Mr. Mande adapted this article tor the 
ment published by Ronald Press. He 
book I he 
market value of approximately $15 m 

brokerage mcluding sales casing pt 
nsurance. In his spare time, Mr. Mand 


author s company manages ‘4 


Vian 19%5¢ 


and helping carry thie 


overhead. It 
more real estate minded 


vith the 


bring 
people into direct contact 
other cle ice 


agent than any 


Prospects 
kKvery owner of property 
The term “owner how 
ever, is not limited to the 


used to knov 


prospect 
bids 
vidual ownel i Wwe 
him. It 
ner hip 


include yndicate part 


joint venture Col 
tions whose interest 


hields othe 


erative eX 


major 
than real estate, coop 
ting or contem 
vovernment Ol 
Dank 


and 


loreign 


plated 
trade Commission aving 
bank buildin 


ociation msurance 


commercial 
Maiti a 


pare trust ¢ mipanie 


estate yovernmental a 


murnicipaitie coun 


if 


and federal vernment 


governmental wench 


bridue wutho 


authority 


et executor vindicates other 


managing avernts ¢ iring to merge 


or liquidate agen who pecializ 


ind agents who w 








refer business, attorneys, adjoining 
owners (providing their property 
is not managed by a fellow agent), 
reorganization committees, bond 
holders’ committees, charitable 
and other philanthropic 
tions, and other types of lenders on 
real estate or their attorneys or 
other representatives. 

Also, the term “owner” does not 
necessarily mean the owner of 
record. Control through default, 
either actual or imminent or for 
other reasons, may pass out of the 
hands of the into other 
hands, and the wide awake agent 


associa 


owner 


is obliged to keep in constant touch 
with such changes. Other real es 
tate offices are sometimes a source 
of business, particularly those that 
prefer to stick to brokerage. Ten 
ants are sometimes sources of new 


product or service, the sale of man 
agement service will grow cirectly 
in proportion to the 
and publicity that the agent pul 
into it. Advertising as used here 
does not necessarily mean the type 
of advertising that one expec.s to 
see in a newspaper or periodical 
It should be unusual. yet conser, 
ative. Some of the items that have 
come to the attention of th riter 
from time to time are: key lip 
with agent's name, metal ¢ 
ment boxes, with 

name distributed to scho 

dren, diaries, tenant guide . 
services for prospec ts, strec| 
pencils, pens, wallets, men 
dum books and keytainer 


adverts ng 


erasers 


Brochures 
One of the best ways of inform 
ing a prospective client of what 


There are many sources of management business. This article 


will help show you where they are and how to go about getting 


new accounts. The author recognizes that management business 


is not always profitable in itself. Yet when aggressively pursued 


it can become a key arm of your organization, for it forms an 


excellent means of feeding business to your other departments. 


business and so 


friends 


are per sonal 


Advertising 


Unlike many forms of merchan 
dising, the sale of management 
service is limited to certain specific 
groups. Furthermore, like other 
professions, it is hedged by im 
memorial customs against out-and 
out advertising. This has probably 
been motivated by fear of the ef 
fect on estates and financial insti 
tutions. In more recent years, how 
ever, there has been a tendency to 
break away from this fear. Finan 
cial institutions themselves have 
come to realize the benefits of edu 
cational and promotional cam 
paigns to increase busines 

The agent, in planning his cam 
paign for new management busi 
must realize at the 
that, with the exception of newly 
erected buildings, he is selling a 
service that is either now per 
formed by the owner or by 
individual or agency engaged by 
the owner. He must be able to 
show not only that he can per 
form this service better, but also 
that his facilities are such that it 
would be unwise for the owner to 
get along without his services 

Like the merchandising of any 


ness, outset 


some 
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you have to offer is through the 
medium of a booklet or brochure 
The preparation and appearance 
of such a booklet must be han 
dled with care and taste. It should 
not only state clearly and briefly 
the facilities of the agent and what 
they can accomplish for the owner, 
but also must impress the owner 
with the feeling that his property 
will be handled by experts and 
will be treated properly under any 
circumstances for his benefit 

Such a booklet might have, as 
an insert or as part of the text, the 
story of unusual and favorable re 
sults obtained for other clients. In 
any event, it must be prepared in 
a dignified way and in a manner 
that will not break down the im 
pression of trustworthiness which 
is sO important for the agent to 
create and maintain 

These booklets should accurate 
ly reflect the character of the 
ent, and it is the last place that 
cne should think of economizing 
The type, character, layout and 
color scheme of the booklet must 
be left to the ingenuity of the 
agent. He must bear in mind the 
readers are mainly conservative 
and the booklet should tend to 

ard the institutional type of ad 
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Vertising It might contain, among 
others, the selling points in the list 
below 

Management Selling Points 
Economies in mass purchasing. 
Handling of labor negotiations. 
Minimizing of labor croubles. 
Technical knowledge. 


\ greater number of prospects to 
draw from. 


Management experience. 

Closer contacts with business and 
conditions, and with the changes 
in them that occur, 


Easier handling of problems. 
Lenehts of comparative data. 


Assistance in insurance rate reduc- 
tion work. 


Elimination of waste. 

Group advertising. 

Tenant guides to vacant space. 
Trained rental men. 


Cooperation between buildings 
under the agent’s management. 


Advantages of tenant and custom- 
er goodwill, 


Savings on payroll and repairs 
Past performance records, 
Vacancy statistics (if good), 

Gratis services (tax bills, etc.) 
Renting expectations. 

Possibilities of increasing carnings. 
Reduced operating costs. 

indi- 


Advantages of agency over 


vidual management, 
Handling collections. 
Personal attention of experts. 


Specifications on large repairs and 
pure hases. 


Benefit of knowledge of communi- 
ty problems and changes. 


Assumption of full responsibility 
by agent. 
Permitting owner to travel at will. 


Benefit of 
rentals. 


agent’s contacts with 


Increase in prestige of the build- 
ing by coming under an agency. 
Proper and expert servicing of a 
building. 


Availability of adequate and com- 
plete records and statistics 


Listings 
Whether exclusive or 
clusive, listings of all type 


be sought most aggressively 


non-ex 
should 
They 


4 





will inevitably lead to manage 
ment business, sometimes through 
the most circuitous routes. One 
outstanding incident in the writ 
ers experience was the acquisi 
tion of the management of a aes 
property through the renting of a 
small loft. The loft, located in an 
old and dilapidated yet well-lo 
cated property, prompted the 
agent to request the owner's per 
mission to list another vacant loft 
in the building and to place a sign 
there. The sign brought a good 
many inquiries and the agent was 
able to obtain a good rental which 
pleased the owner. There followed 
a request from the owner for the 
renting of a loft in a nearby build 
ing owned by him. A deal materi 
alized quickly. The owner, shortly 
thereafter, requested the agent to 
undertake the renting and man 
agement of the large building re 
ferred to, 


Publicity 


The managing agent is urged 
not to overlook publicity as a 
means of constantly keeping his 
name in front of prospects for his 
services. The real estate editors of 
newspapers and periodicals wel 
come news pertaining to property 
in their locality, and announce 
ments of appointments, rentals, 


and high occupancies are of inter 


est to them 
Reports 

One of the interesting methods 
developed in recent years to aid in 
securing new management busi 
ness is by obtaining permission 
from a prospective client to make 
an exhaustive study and report 
on his property. This report is usu 
ally furnished gratis although 
abuse of this service by prospects 
might necessitate putting it on a 
fee basis with the understanding 
that the fee would be waived if 
the agent is later assigned the 
management 


Absentee Owner 
The absentee private owner or 
mortgagee is practically unable to 
get along without the services of 
an agent in the locality where his 
property is situated. 


Foreclosures and Lenders 

The voluntary and involuntary 
acquisition of property by lending 
institutions, many of which are 
not equipped to Manage properties 
is a source of business, Such prop 
erties which were usually handled 
directly by the former owners, 
who foresaw that they would in 
evitably lose their equities, offer 
excellent opportunities of rehabili 
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tation for the alert agent. This 
type of prospect is found usually 
not in the agent’s locality, but in 
most cases in the larger cities. This 
makes it imperative for these lend 
ing agencies to rely on local agents 
in caring for their investments 

The list of institutions that in 
vest their funds in real estate and 
mortgages, as a result of which 
they acquire control of property, 
is larger than most people realize 
A partial list of such lenders fol 
lows: savings banks, trust com 
panies, commercial banks, reli 
gious institutions and organiza 
tions, educational institutions and 
organizations, mortgage compa 
nies, insurance companies, clubs, 
philanthropic organizations, syn 
dicates, private bankers, private 
lenders, estates and attorneys, 
chain national organiza 
tions, labor organizations, welfare 
funds 


stores, 


Attorneys 

The attorney who represents es 
tates is a good prospect, since in 
most instances he will enlist the 
services of a management com 
pany not only to obtain the best 
possible results but to avoid criti 
cism. In addition there are attor 
neys specializing in real 
work who are in a position to ad 
vise clients in selecting a manag 
ing agent for their properties 


estate 


Receivers 
In many of the foreclosure ac 

tions brought by mortgagees, lend 
ing institutions, it becomes neces 
sary to request the court for the 
appointment of a receiver. The re 
ceiver is usually authorized to em 
ploy a managing agent and not in 
frequently such an appointment of 
an agent has resulted in a perma 
nent assignment after acquisition 
of title by the mortgagee and re 
sale by him, if the agent has done 
a good job 


Commercial Tenants 

There are occasions when large 
commercial tenants find that they 
prefer to own their buildings, rent 
out a portion of their 
other firms of their own choosing 
In cases of this type, the agent is 
in a position not only to dispose of 
this excess space, but also to oper 
ate the entire property as for any 
other type of owner 


space to 


Transactional Opportunities 
An excellent opportunity pre 
sents itself to the agent who is ne 
gotiating for a substantial amount 
of space in a building which is not 
under agency management. The 
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agent in such a situation is im a 
peculiarly favorable position to 
solicit the management of the 
building. Similarly, the agent 1s 
given an opportunity to sell his 
management when his 
services as a mortgage negotiato! 
are not needed 

Transactions involving the sale 
or lease of property are frequent 
sources of new management busi 
ness, The client who purchases or 
leases through an agent will un 
doubtedly have enough confidence 
to leave management to h'm also 

The filing of plans or awarding 
of building contracts is a signal 
for the solicitation of management 
business from the new owners 
Selection of an agent is usually 
made prior to the completion of a 
new building the rental 
campaign must be well under way 
prior to completion 

While property management 
regrettably is not widely 
nized as a profession, there is an 
active movement to bar those firm 
and individuals who are not quali 
fied by knowledge or training 
Those entering the field are urged 
to associate themselves with recog 
nized organizations such as_ the 
National Institute of Real Estate 
Brokers or The Institute of Real 
Estate Management. They, as well 


services 


since 


recog 


as others, are endeavoring to have 
status of qualified 
managing agents officially recog 
nized 


professional 


Letters 
(Continued trom page 16 


Gentlemen 
Many of your 
cles are filed for future reference 
but so often, some of the pages are 
part of another excellent article to 
be filed under another subject, so 
my files are getting full of notes 
referring to other files for further 
data on that subject 
Could something be done? May 
be it would cost more I for one 
would be happy to pay more 
your magazine is worth more any 
way I'll bet lots of other broke 
and builders feel the same way 
J. H. Klipfel 
Royal Oak. Michigan 


kd. Note The simplest solu 
tion seems to be to take another 
subscription. When we suggested 
this to another Realtor, he said. 
‘That's the darnedest approach to 
selling subscriptions that ve ever 
heard!” Nevertheless, he agreed 
there was no other way to file 
pages without cross references 


excellent arti 
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Professional 


C onsultants=— 


By JAMEs D. LANDAUER 


Chairman of Consultants Committe« 


Real Estate Board of New York, Inx 


A New Factor in Real Estate 


A new specialist has entered the real estate picture — the profes- 


sional consultant. His function, his importance to the industry and 


his future are summed up in this article. 


Eien service; of qualified real 
estate consultants are increas 
ingly in demand. They have been 
badly needed for time but 
it is only in recent years that cor 
porations., estates. individuals, 
municipalities, and in 
institutions have come to recognize 
both the and the value of 
competent and unbiased real estate 
advice 


some 


some Cases 


need 


Qualifications of Consultants 


Certain fairly obvious general 
facts must be accepted at the out 
set if true consultant 
to be understood 

1) An appreciable background 
of varied real 


must exist 
) 


ervices are 


estate experience 
Personal character and repu 
tation must be impeccable 

3) A state of mind which recog 
nizes the chent’s requirements and 
desires, and the fortitude to nego 
tiate a deal that incorporates all 
the former and as many of the 
latter as possible 

+) Compensation must come 
from the client represented 


5) Professional real estate ad 
vice and services are involved. 
as distinct from legal, architec 


tural, engineering, or tax service: 

With the realization of 
istence of such a demand, it is of 
the utmost importance that real 
estate men and real estate boards 
on both local and national levels, 
make every conceivable effort to 
insure that these professional serv 


the ex 


ices be offered by only qualified 


personnel, Only in some isolated 
and individual cases can they be 
NATIONAL Rear Estrari 
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real estate 
This is not 
that certain individuals in 
such offices are not, as individuals 
well qualified to 
ants 


provided by general 
and brokerage office 
to say 


erve as consult 
Sut it is essential that those 
acting a have ab 
solutely no direct or contingent 
interest by payment of commis 
sions or otherwise in the outcome 
or result of the situations upon 
which they serve as advisers. Vhi 
may sound academic, but it is sur 
prising how misunderstood and 
premise 
in the real estate field 


consultants 


misinterpreted this basis 
is by many 


Particularly is this true of those 
who are in the habit of receiving 
their compensation from broker 


age COMMI!Ssions 


No matter how competent the 
individual, he cannot and should 
not try “to carry water on both 
shoulders” or even appear that 


way, if the stature of the profe 
sion of real estate consultant is to 


be maintained 


What Does the Consultant Do? 

How the 
sultant function? 
services? In 
the 
tion 
ble 


real e 


real estate 
Who needs hi 
general term 
consultant's fune 


does Cot 
very 
real estate 
may embrace 
real 
tate “know 
quired, The consultant frequently 
the real 
partment of a corporation or an 
adjunct thereto that 
investment counsel provide to in 


any conceiva 
which 


how j re 


estate service in 


function as estate de 


| he service 


vestors in securities is one of the 


roles the real estate consultant can 


perform for investor 
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Reyardless of the nature of the 
real estate problem, the qualified 


real estate consultant should be 
able to furnish sound and un 
biased advice or uggest a to 
how uch advice may best be 
obtained. In this connection, the 
opportunities are legion for the 


consultant to help his client while 
simultaneously providing busine 
for brokers 


agement 


and man 
the re 
those 
engaged in general real estate and 
brokerage in particular, to further 
their own interests by recognizing 


appral ers 
firms 
opportunities for 


Conver sely . 


are maiiy 


in a given situation the pot ntial 
need for the advisory 
services of areal estate consultant 


customer’ s 


Krom personal experience, the 
writer can assure you that most 
brokers find that deals are made 
more quickly, easily, and with 
greater mutual satisfaction when 
dealing with a real estate con 


sultant than with a principal un 


familiar with real estate 


How Is the Consultant Paid? 

As for compensation, that 1 
another story. Today, any person 
or firm engaged in a personal sers 
ice business will find it difficult 
if not Im pos ible, to become 
wealthy purely by selling service 
However, there i: plenty of Oppo 
tunity as a real estate consultant 
to make a good living, and to many 
that | ufficient 
charged to fit the requirements of 
the tailor 
made con 


of u kee are 


chent who need a“ 


job \ real 


ultant freque ntly ha 


estate 
chents on 


a monthly or yearly retainer basi 


Other due to the nature of the 
work involved, must be handled 
on a per diem or fixed fee basi 
LU pon many occasions it is impossi 


ble for either the consultant or the 
chent to accurately predetermine 
the correct fee 

ony 


lo put it practically, the 
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refabbers Expect to 


Claim 10% of °56 Housing 


PRADE association that merits 
[ watching is the Prefabricated 
Home Manufacturers Institute 
New and struggling, as far as hav 
ing a clear-cut, dynamic purpose is 
concerned, the 54 companies which 
make up this group now form the 
nucleus of an industry which may 
well produce more than half the 
houses in thi 
everal yea 
At its semi-annual spring meet 
ing, held March 25-27 in Chicago 
Palmer House that a 
cohesive needed to 
mold the group into the powertul 
team PHMI i capable i becom 
ing. Lacking from the program 
were down-to-earth hop talk se 


country within 


it was clear 


more force 4 


1956 PHMI OFFICERS 


President 

George E. Price 
National Homes Corporatior 
Latayette, Indiana 


Vice President 


Robert J. Lytle 
Modern Homes Corporation 
Dearborn, Michigan 


Secretary Treasurer 


Horace N. Durston 
American Houses, Ine 
New Vork, New York 


DIRECTORS 


P. S. Knox, Jr. 
Knox Corporation 
Thomson, Georgia 


Eugene E. Kurtz 
Inland Homes Corporation 
Piqua, Ohio 


John W. Pease 


Pease Woodwork Company 
Hamilton, Ohio 


ions that typify this country’s best 
trade a programs. Such 
necessary for the 
advancement of any industry that 
competition from 
without than from within. Certain 
ly in the case of off-site manufac 
tured housing, the most formidable 
competition is on-site construction 

There is a need in the prefabri 
cation industry for discussions of 
merchandising techniques. Prefab 
bers need to share ideas on how to 
ell Realtor builders on the 
merits of good prefabrication 


ociation 
discussions are 


faces gvreatet 


and 


They need to campaign among the 
nation’s real 
broker ol 


estate salesmen and 


used houses to achieve 
the recognition that quality of 
house doe not 
where it wa 
olf the site 
Prefabricator 


ideas on 


depend upon 


fabricated on o1 


hould exchange 
production techniques 
finding better and 
cheaper materials. Much needs to 
be done in market research and in 
improving the small prefabri 
cator’s financing situation 

\ great deal of thought should 
be yiven to re sale value of today 


cost aving 


houses. Over the long pull, a pre 
fabricator will be more 
more determined by the re 
ale value of the houses he manu 
factures today 


PHMI should be commended for 
the portion of its 


LUCcCCeSS 


and 


meeting devoted 
to finding ways to make the Insti 
tute more useful to members and 
for the preview of radically new 
products and equipment that will 
find many applications in home 
construction 

Delegates heard and saw a Du 
Pont engineer, H 
demonstrate 
films 


Popping 
foams 
uses in’ home 
One remarkable sub 
polyurethane 
lfopping made by 


plasty and 


and possible 
construction 
tance wa foam 


which mixing 
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two fluids together The foam can 
be rigid or elastic and will adher« 
to most types of building material 
surfaces. It can serve as core mate 
rial for partition panels, heat duct 
insulation. 


cores of 


sound and 
other 


plastic glass. 


prooting 
use He howed 
good for break 
age uses, neoprene Cal«ing com 
pound and roofing material, por 
celainized aluminum for 
tructible surfaces 
George K. Marshall of General 
Electric showed delegates that the 
heat pump is like an ordinary re 
frigerator takes heat 
the outside air (no matter 


non-de 


from 
how 


which 
cold it might be) and pumps it into 
the house during the heating sea 
on. During the cooling season, it 
pumps heat from the inside of the 
house and dumps it outdoors. It 
needs no flue, running entirely on 
electricity 

J. C. Martin, manager of Frigid 
aire’s future product planning, de 
cribed an integrated component 
kitchen to be mass-produced by 
Frigidaire late this year as an ex 
imple of a complete room unit of 
the type that could fit into easily 
erected component’ houses. Mar 
tin foresee the 
modular component 
practical answer to 
middle and 
groups 


mass-produced 
house as a 
housing for 
middle 

He says when a family in 
groups wants and 
house 50% the price is not 
merely 50! 
three times a 


uppe! come 


these needs a 
larger 
larger but two or 
miu h 

Frigidaire’s kitchen will be free 
tanding and built on a 
one-foot 


tandard 
module. It can come 
equipped with storage cabinets, ap 
pliances, sink lighting. 
exhaust system and even its own 
walls. It will also be pre-plumbed 
and pre-wired 

At another meeting, Lindell Pet 
president of the Mortgage 


perimetet 


‘Trson 
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At its Chicago meeting, Prefabricated Home Manufacturers Institute 


members searched for ways to make their association more useful 


to members, heard housing experts predict from 1.2 to 1.3 million starts 


By ROGER LAKEY 
Managing Editor 


in 56 and a slight easing of mortgage money, watched demonstrations 


of new materials and equipment being developed for housing. 


Bankers Association, decried the 
government's viewpoint on the dis 
count practice on FHA-VA mort 
gages. “The price of money can 
not be fixed by legislation,” Peter 
son said No matter how logical 
the selection of a fixed interest 
rate, the market place has a logi 
of its own.” 

Peterson said the idea that dis 
count costs are not passed along to 
the home buyer is fictitious. In ef 
fect, the buyer pays higher interest 
rates than 414° Also, the dis 
count situation is driving certain 
lenders out of the mortgage mar 
ket who don’t want to deal 
_ hey look for 
sources of investment 

The only solution to discount 
system evils is a free interest rate 
on FHA and VA loans, Peterson 
said 

Delegate 


with 


discounts other 


ured that de 
pite the unexpectedly 
howling of 
this year. 
for a 


were a 
favorable 
tart © far 
there are still prospect 


housing 


reduced volume 
1956, Peterson 
aid. But at the same time he told 
delegates there is no possibility of 
a severe drop which would disor 
ganize our economy 
HHFA Administrator 
Cole told PHMI member 
still sticking by hi 
1.3 million starts for 
mand is expanding. 2 
is expanding. 3 
all ly pe 


somewhat 
for construction for 


Albert 
he Wa 
prediction of 
1956: 1) De 

Population 
We are producing 
of goods at an unprece 
dented rate 

He said Section 221 housing will 
offer an excellent opportunity for 
prefabbers. In the Administration’ 
proposed housing bill, the 
insurance limit is 
from $7.600 to S&8.000 
S8.6000 to S10.000 in 


mort 
gage increased 
and from 
high cost 
area 

Cole cited the land problem as 


the most serious in the real estate 
NATIONAI 
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industry We 
develop land we've passed up as 
too costly he said. He told 
delegates the Community Faciliti 

and Urban Renewal Commission 

will help builders land 
problem. “But so far. “ve only 
cratched the surface 

NAHB President Jor Haver 

stick of Dayton. Ohio, said there 
are indications mortgage money 1 

becoming slightly easier. but that 
it may be too late for that easing 
to have any substantial effect on 
prong and summer building opera 


hac h 
/ 


must go and 


being 


olve the 


tion 

Haverstick told delegate Thy 
is going to be one of the most com 
petitive building 


years in home 


There will be competition for mon 


i 


George FE. Price 


turers’ Institute 


building applications to (1. to 1 


(NAHB president), and Robert J 


Lytle 


is vice-president. The 
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newly elected president of Prefabricated Home 


mecting 


ey. for suitable land, and above all 
industri 
onsumer dollar. 7 he smart 


i rol 


competition with other 


for the « 
huilder only poirng pre 
duce good quality houses, he is go 
plo have / lu rr 
At a dinnet ( hon William 
Crillett pre ident of Produces 


told PHMI 


produce cooperative 


to merchandise 


Council Trae 
her Let 
ly Lhe nd 


have 


Trier 
omeonrnse i omg to 
ite the 


alue to 


» find the answer 
creasing ratio 
housing 

vith the 
field, His own com 
pan Detroit Steel, has tw 
vho ell the yutpul ol at 


iutomotive division. On the other 


He dre 1 Comparison 
iutomotive 


p 


Manutl ac 


shows a sample plasti« material which has promise for hon 
Horace \% 
Lytle 


Durston, Joseph B. Haverstich 
Durston is PHiME secretary-treasurer 
Palimer Phew 


was held in Chicago's 
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® How do you handle employees’ insurance premiums / 


@ Is sudden sinking of a home a casualty loss? 


@ Is owner's labor a true part of house cost basis? 


By BERT V. TORNBORGH, CPA 


LIFE INSURANCE PREMI 
ums paid by an employer for an 
employee are not a part of em 
ployee’s cost unless constructively 
reported as income by employee 
(KF. EK. Card and W. S. Adams. 
CCA-8, 20. T. C. 620). The two 
taxpayers were equal owners of 
the stock of a corporation which 
owned 40% of the stock of another 
corporation, State Securities Com 
pany. In 1936, Card and Adams, 
applied for 10 year endowment 
life insurance policies, payable at 
maturity to themselves, The poli 
cies were issued with State Securi 
ties Company as the named bene 
ficiary. Card and Adams had all 
the rights of ownership including 
the right to change the benefic lary. 
but such right was never exercised 
State Securities Company paid the 
premiums for six years and the 
two individuals paid them three 
years; in approximately the pro 
portions $15,900 and $7,800, mak 
ing the total cost $23,700. The 
policies were surrendered in 1945 
for $21,000. The transaction was 
not reported by either of the tax 
payers because they thought the 
cost exceeded the proceeds. The 
Commissioner disallowed as cost 
the premiums paid by the State 
Securities Company totaling $15, 
900 because it was not construc 
tively reported as income by the 
taxpayers when paid by the com 
pany. The tax court upheld the 
commissioner, and the circuit court 
affirmed the tax court decision 


ESTABLISHING WORTH 
lessness of indebtedness is not 
alone accomplished by voluntary 
cancellation. Taxpayer had ad 
vanced $47,000 to a corporation of 
which he and his wife were the 
sole stockholders, So that the cor 
poration could borrow, through 
bank loans, $125,000, Liggett (Is 
tate of Harry M. Liggett, CCA 
10, T.C. Memo.) agreed to cancel 
his indebtedness of $47,000, which 
he claimed as a bad debt loss de 
duction in his tax return. The 
circuit court upholds the findings 
of the tax court and commissioner, 
on facts developed, such as: That 


$4 


the corporate assets with a book 
value of $16,500 had a fair mar 
ket value of $69,400 at the time; 
that Liggett agreed to cancel his 
indebtedness as part consideration 
for the bank loan; that the can 
cellation actually was a contribu 
tion to capital of the corporation, 
and therelore wa 

bad debt deduction 


disallowed as a 


SUDDEN SINKING 


house | 


OF A 
loss and was 
held to be deductible. (Delbert P 
Hessler, 1. ©. Memo) ‘Taxpayer 
purchased a house in 1950. At the 
ume of purchase the house was 
found to be in sound condition and 
of good construction. However, be 
cause of excessive rainfall during 
the month of July 1950, on August 
15, 1950, a large piece of plaster 
fell from the ceiling of one of the 
rooms and at the same time severe 
and unusual cracks suddenly ap 
peared in the basement walls and 
tloor. ‘Two other the 
nearby vicinity suflered the same 
experience, Laxpayer secured 
competent experts and checked 
the reasons. It was found that the 
subsoil condition unstable 
from excessive rainfall which was 
substantiated by weather 
records and two other <:imilar 
losses in the neighborhood. A loss 
of $2,000 was sutfered by the tax 
payer, and it was taken as a deduc 
tion. The commissioner disallowed 
the loss but the tax court reversed 
the commissioner and allowed the 
deduction based on the faci 


a casualty 


houses in 


Was 


bureau 


OWNER’S PERSONAL LABOR 
normally not a factor in determin 
ing cost basis of personal residence 
but here it must 
sidered by the tax court. (A. F 
Kynell, ‘T. C. Memo). ‘Taxpayer 
claimed a basis of $15,000 for his 
personal residence sold in 1946 
Che Commissioner found that $7, 
500 was a fair basis but the tax 
court allowed a basis of $11,000 
Taxpayer stated the con 
tained 3,740 square feet and com 
parable costs per square foot were 
$2.70 which did not take into 


have been con 


house 
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had 


his own ef 


consideration that taxpayer 
contributed much of 
forts in the construction labor. 
and which was not eliminated by 
the tax court 


rENANT CAN CLAIM DE 
preciation on improvements made 
on leased property, the general 
rule being the tenant can write off 
the improvements over their use 
ful life or, if the term of the lease 
is shorter the lease term 

What happens if there are re 
newal clauses in the lease? In such 


ove! 


case the lease term is the original 
term plus the probable term of ex 
tension. Where you are a 
tory holdover” 


Statu 
you go by the use 
ful life of the improvement, a 
you also do if you retain title to 
the improvement and can remove 
it on expiration of the lease. If the 
lease contains no renewal clause 
the original lease term is it. This 
applies also if it is obvious the im 
provement will have no value by 
the time the lease expires 


CORPORATION OWNED A 
hotel property, operated by indi 
viduals who made offer to buy all 
the outstanding capital stock of the 
corporation, thus acquiring the 
property. Price per 
sented book 
except that the corporation ove! 
and above be ok value also held ce! 
tain cash and bonds. Stockholders 
withdrew this part of the surplus 
before selling out to the new own 
ers. Result: dividends to the stock 
holders, taxable as ordinary in 
Had the cash and bond 
heen left in the corporation and a 
correspondingly higher price asked 
per share, the capital gain treat 
ment would have applied. Tax 
Court held the parties were bound 
by way things were done, not by 
what could have been done 


share repre 


value. more or less, 


come 


FARMERS SHOULD FILE RE 
fund claims after June 30 and be 
fore October 1, 1956, on Form 
2240 (ask county agent) for re 
fund of federal gasoline taxes paid 
on gasoline used on the farm for 
farming purposes during the first 
six months of 1956, and thereafter 
refunds will be reckoned annually 
for the period July 1 to June 30 
Farm broadly defined, 
but no refund applies to gasoline 
used off the farm, such as on high 
ways or public roads or in proces 


uses are 


ing, packaging or freezing or can 
ning operations. Yes, this applies 
to the tax on diesel and special mo 


tor fuels. Tax rate is 2c a gallon 
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Gilman C. Gunn & Sons 
Croton, Connecticut 


John P. Slade & Son 
Fall River, Massachusetts 


Charles F. Tarbox 
Keene, New Hampshire 


C. B. Smith, Jr. 
Westfield, New Jersey 


Douglas Van Riper 
Manhasset, New York 


Irving A. Miller 


Broomall, Pennsylvania 


Fitts Realty 
Gadsden, Alabama 


Thibadeau, Shaw & Brannan Co. 
Decatur, Georgia 


Royer & Jennings 
Adanta, Georgia 


Covert Hills, Inc. 
Ft. Thomas, Kentucky 


C. Robert Gray & Co. 
Silver Spring, Maryland 


Reid-McGee Co. 


Jackson, Mississippi 


Willson Nichols & Co. 
Ocala, Florida 


Mrs. Tom Rowland, Jr. 
Asheville, North Carolina 


Worth Agency 


Charleston, South Carolina 


Gump & Gaynier 
Dallas, Texas 


Steptoe & Patteson 
Lynchburg, Virginia 


Raymond Dorn Co 
Pasadena, California 


Commonwealth, Inc. 
Portland, Oregon 


Culp Construction Co. 
Salt Lake City, Utah 


White & Bollard 
Seattle, Washington 


L. M. Howes 


Clinton, Lowa 


Snyder, Kinney & Bennett 
Birmingham, Michigan 


Gordon Williamson Co 
Detroit, Michigan 


Hall-Hottel Co. 


Indianapolis Indiana 


Thorpe Brothers 
Minneapolis, Minnesota 


Sid Dwyer & Associates 
West Alli, Wisconsin 
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“PERFECT HOME is our most satisfactory 


public relations tool,” 


savs Eldon Smith of the Plainview Real Estate Board 


4 Board's sponsorship of 
Perrecr Home has been one 
of our most satisfactory steps to 
ward building good public rela 
tions with our home buying pub 
lic,” says Eldon Smith, 1955 presi 
dent. “We have received much 
favorable comment and numerous 
requests for copies of the next 
issue. Many of the persons who 
see Perrect Home in the homes 
of their friends call and ask to be 
put on the mailing list.” 

As the publishers of Prerrect 
Homek, we're pleased to have spon 
sors such as the Realtors of Plain 
view, for they represent men and 
women who recognize the impor 
tance of good public relations. 
Perrect Home, prepared as the 
sponsor's own publication, is a 
messenger of goodwill going into 
the homes of key people each 
month to tell the “home idea.” 

A skilled staff of editors and 
artists combs the nation to find 
the newest and best ideas in home 
design, equipment and decora 
tion. Yet, through the Perrect 
Home Plan, cost of sponsoring 
and co-sponsoring this back 
ground selling program is nomi 


Eldon Smith is a relative newcomer 
two the real estate business, but has 
done exceptionally well. He entered 
real estate in 1945 and has been quite 
active in farm and city property sales 
He was the 1955 president of the 
Plainview (Texas) Real Estate Board 
and is a member of various fraternal 
orders and service clubs. Among these 
are the Lions Club, Masonic Lodge 
and Shrine, Chamber of Commerce 
business education committee, Salva 
tion Army advisory board chairman, 
plus offices in the First Baptist church 
and its general convention 


nal. Preparation costs are shared among its users from over the nation 
Local reproduction and mailing costs are spread among the selected, 
reliable local building factors who are invited into the program, and 
who gain in prestige and goodwill from its use. 

A limited number of exclusive, annual, renewable franchises are 
available to real estate, home building or home financing organizations 


of unimpeachable reputation. If 


inquiry to: 


PERFENT 
HOME 


you are interested, address your 


STAMATS PUBLISHING COMPANY 
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CEDAR RAPIDS, IOWA 
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ANNOUNCING tHe ) 


New 
KEY LOKBOX 


BANISH KEY PROBLEMS FOREVER 


MOST USEFUL AND TIME SAVING DEVICE EVER OFFERED 


n SIGN OF 
PROGRESS 


Permits 50% more time for actual Selling, Showing and Listing 
of Properties. 


@ Only one key needed to every listing in any co- 
operative group whether there be 10 or 10,000. 

@ Eliminates going after and returning key to listing 
office. 

@ Eliminates duplicate keys and key boards 


ideal for all Sales, Rentals, Property Management, Builders, Sub- 
dividers, Architects, etc. 


Perfect for any listing whether Furnished, Occupied, or Vacant. 


PATENT PENDING 


Non-duplicating keys 
furnished 


Pilfer — Tamper Proof 


May be used on doors or 
windows — front or rear 


Made of Durable 
Stainless Steel 


FOR FURTHER INFORMATION 








i | ae TRIBUTOR 


» MOORLEE DISPLAY ADVERTISIN 


‘ a y Calif 





\\\s . 
MOORLEE six scrceneo 

PROPERTY AND FOR SALE SIGNS 
LOOK BETTER ¢ LAST LONGER 


AND Sring Results 


Let us show you how the FINEST can be had for LESS 





A complete stock of REALTORS & BUILDER'S STOCK ITEMS on hand 


SOLID STEEL, ANCHORED, ANGLED, SIGN STAKES 





FREE DESCRIPTIVE FULL COLOR 
LITERATURE AND PRICES SENT 
AT ONCE 











MOORLEE DISPLAY ADVERTISING 


A ie) Ba te N v BEVER 


CALIF 
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Product Progress 


(Continued from page 1; 


neered for unusual strength and tight closing of the 
corners. Another product improvement is pre-cut, 
toxic-treated “Seal-Trim” to provide a quicker, easiet 
and tighter method of installing standard grouping 


of Flexivents. Both are offered as optional equipment 


| Selling with Sound 5-29 


Built-ins are plus features that pull sales. The sale 
magic of a built-in 
munication system to your construction 1 
by RCA. Installation of its “Melody 
munication system incorporates 
as: an appliance outlet to 

a slumber switch to turn off the radio a SIX 
point intercommunication system from four room 
to the master panel plus a front door hook-up to iden 
tify callers and the phono-jack to connect the en 
tire system to a record playe ! 


house wide music and intercom 
provided 
Master” 


uch luxury feature 


com 


tart meals automatically 


NARROW 


MEDIUM (2 Column 


LARGE (3 Column 


eLecteRic 
RADIANT HEAT 


cage 


Infra-dditions 


The acquisition of two new series to augment the 
Infraglass Heater Company’s line of electric heat 

announced, Convection-type heaters marketed under 
the name “Infra-air” and electric heating cable call 
ed “Infracable” now provide the manufacturer with 
ubstantially everything needed jn the w 
nent electrical 


and convection 


ay of perma 
heating installation gla cable 
The Infraglass line of convection 
heaters is available in three size 
swering varying demand for the 
lations. Infracable, perfected of specially insulated 
wire, is stapled to rock lath under the plaster so the 
entire system 1} 


and four style an 


maller type instal 


invisible except for thermostat 
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Commercial or Residential 


(Continued trom page 27) 


of this article. consider the com 
mercial field as embracing every 
thing not residential. This would 
then include such categories as in 
vestments. industrial and semi-in 
dustrial properties, retail sites. 
hotels, motels, shopping centers. 
property management and promo 
tions of all kinds. A comprehensive 
knowledge of both selling and leas 
ing techniques is essential. We 
negotiate principally with men 
whose time is valuable. We pre 
sent facts not fiction, square 
footages instead of color schemes. 
net dollar return as opposed to the 
number of rooms and baths, pedes 
trian counts rather than the steps 
to the church, labor and treight 
factors instead of the neighbors’ 
names, and so on. 

It is not my intent. by innuendo 
or otherwise, to convince you that 
house selling requires little in 
telligence. I do sincerely believe. 
however, that commercial real es 
tate demands deeper, more com 
prehensive thinking and a broader 
knowledge of the elements in 
volved. There is no greater satis 
faction than to create a visionary 
deal and through your own in 
genuity and careful handling bring 
about its realization 

Man should not live by the dol 
lar sign yet our economy re 
quires us to earn as substantial a 


living as is possible. Social consid 
erations instill strong desire with 
in humans to constantly elevate 
their standard of living. Therefore. 
we all seek increased incomes 

The efficient house salesman can 
arrange two to three closings a 
month, Generally speaking, these 
figures are maximum. How many 
homes are sold for more than $20. 
000 to $30,000? The 
$500.000 residence is almost in 
conceivable. yet we in the com 
mercial end of the real estate busi 
ness always have the possibility of 
a $500.000 lease or purchase A 
wide awake commercial salesman 
makes fewer deals. but when the 
year rolls around banks consider 
ably more commission than the 
residential salesman 

One day a broker saw a tract of 
vacant land at a prominent inter 
section. He drove about the neigh 
borhood five to ten miles in each 


sale of a 


direction observing housing, high 
way approaches and existing shop 
ping facilities. A thorough analysis 
of the situation produced convine 
ing evidence the subject plot was 
ideally located for a shopping cen 
ter. His investigation disclosed that 
forty were available at an 
equitable price, that the property 
was directly in the path of rapid 
residential growth and that an in 
adequacy of retail establishment 
existed 

The broker rolled up his sleeve 
and went to work. He obtained an 


acres 





Prefab Convention 


(Continued from page 33) 


hand, there are some 5,000 people 
over the country involved in mar 
keting the company’s building 
pr oducts 

Also, he said, in the automotive 
field, three men set the 
standards in automobile design. In 
housing there are a fantastic num 
ber of persons involved in design 

Gillette urged PHMI members 
to find a more suitable name for 
their industry. “Certainly.” he 
said, “we would not consider Ford. 
General Motors or Chrysler as be 
ing automotive prefabbers. If con 
fusion is not to result in the minds 
of home buyers. I think a more ap 
propriate name must be found for 
your industry.’ 

He urged members to make 
greater use of brand names in pro 
moting their homes. He said, too 
if we are to produce better houses 


for les 


two or 


money through mass pro 


NATIONAL Reas 


EsTATs 


AND Burp! 


duction, we must always think in 
terms of mass selling. He urged 
delegates to consider the future 
goodwill of today’s home buyers 
“In 10. 15, or 20 years they will 
not thank the building industry 
for homes which have proven infe 
rior.’ 

New president of PHMI i 
George FE. Price, executive 
president of National Homes Cor 
poration In his acceptance peech 
Price 
longer on 


vice 


‘Prefabrication is no 
trial. It has proved it 
self. beyond any reasonable doubt 
as the better, more reliable. and 
certainly less costly to build 
the homes so many American fam 
illes want and need.’ 


said, 


way 


Professional Consultants 


(Continued trom page i] 


usable yardsticks covering prop 
er charges must be elastic, as no 
two cases are ever exactly alike 


In only two cases over the past ten 


Vay. 195¢ 
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option on the land, an interested 
purchaser and favorable expres 
sions from a few potential tenants 
Phat the beginning. Today 
the land is improved with a thriv 
ing shopping center containing 32 
retail stores, a second floor medical 
center, and a busy off-street park 
ing lot. The broker collected $60, 
000 for his effort. Far more im 
portant, he received and retained 
a deep sense of accomplishment 

a feeling far beyond that obtain 
able through the sale of a house 
We in the commercial field know 
the intricacies of percentage leases 
We volume potentials 
with retailers or, when we 
apartment houses, we use net re 
turn as factor 


was 


negotiate 


sell 


the determining 


There is never a dull moment. Ex 
pansion means business but did 
you ever realize that contraction 


likewise creates real estate needs 
and listings? 

\ few years ago Realtors were 
lamenting the passage of new in 
come tax laws, believing their busi 
Hess would he eriously hampered 
Instead, we found benefit 
from what we thought was a detri 
ment, Property exchanges and 
many other methods of permitted 
circumvention the order 
of the day. A new ty pe of investor 
has He is principally 
interested in take-home pay 

There are many facets of com 
mercial selling each more chal 
lenging than the preceding 


have 


are row 


grown up 


years has my firm run unto any 


real problem with clients concern 
ing a proper charge. In one case, 
we miscalculated the 
work and time involved and there 
fore agreed in advance to too low 
a fee. In the other 
told us after 

ment that in 
charge wa 


amount of 


case the client 
state 
our 
the 


receivingg our 


their opimon 


insufficient for 


value of the services performed 
Real estate consulting work | 

now pretty generally recognized 

and is here to stay. It therefore j 


to everyone's advantage to under 
foster, and protect it from 
This can effectively 
be accomplished by an enlightened 
and informed real estate fraterni 
ty. by additional education of the 
public. and by the highly pro 
fessional conduct of real estate con 
ultants themselves. This program 
if properly consistently fol 
lowed, can do more than anything 
the truly 
ional a pect of real estate 


tand 


abuse most 


and 


else to insure profes 





Announcing . . . 


The New 


National Real Estate 


Marketplace 


A Brand New Service 
Designed to Help you 


Sell, Lease or Exchange 


Do you have properties or sites suitable for out-of- 
town clients? Then let Realtors in other cities know 
about them. Use the new “National Real Estate Mar- 
ketplace” featured each month in the JOURNAL. 
Compare the cost of this service with other methods 
of circularizing or advertising such properties. Let 
the JOURNAL make your contacts for you. Your 
listings will be seen by executives and salesmen in 
the 12,000 leading realty offices around the coun- 
try, plus the real estate officers of major chain and 
industrial organizations. 


1 Time 3 Times 6 Times 


First column inch $30 $30 $25 
Each additional inch...$20 $15 $15 
Columns are 3°" wide (or 20 picas). There is 
no limit on how large your ad may be. Mini- 
mum size is two column inches. 

Send copy and photographs by the 20th of 
the month preceding publication. Engravings 
will be charged at advertiser's cost. 











| 


| 








Large Residences 
Estates 
Investment Property 


Commercial 
Buildings 


Industrial Sites 
Factory Buildings 


Shopping Center 
Space 


Farms 


Subdivision Sites 


* 
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In the Fabulous Florida Keys! AN UNUSUAL PROPERTY 


a MARATHON for office, clinical or fraternal 
HOTEL. MOTEL and DOCKS purposes 
at Marathon, Florida , 


rhe busiest spot in the booming Florida Keys, only par 
tially developed, now available for further development 
Can easily be vreatest vear round resort in Florida! 
Present improvements include 31 cottages, 4 apartments 
Drive-In Restaurant, Cocktail Lounge Roof Garden 
Dining Room, 50-berth Marina 1400’ fishing pier 
50 x 100 modern swimming pool, Lighthouse, Office and 
63’, 50-passenger fishing boat “Marathon Lady 


Price: $850,000 
Terms: $250,000 cash. Balance 20-year 
PM mortgage fa 5°. Only even HOCKS om the Loo busine ss district of Terre 





Brochures on request. Haarite ith grounds covering a full half city block, this dis 
tinguished property in ludes a l4-room main building and a 
rear building with five-room apartment and five-car garage 

ot the main building ire well ranged for general 
ind both buildings are of masonry and steel in near 
perfect repair. Features include passenger elevator, main en 


pUSTICE lheons Aus colts annals antic, thane aati floor half 


bath on ground floor ind in base ment and full bath th Waray 
QITAL ipartinent Heat is by zoned-control steam system 

9515 Harding Ave. UN 6-7646 We « i be pleased to « perate with any licensed 
Miami Beach, Florida roker on 10% ba f r auth d 5% com 

‘Justice for Buver and Seller oe I through the 

Taxes, payable 1956, are $2,484.18 


Authorized sale price: $100,000 


BIRMINGHAM NEWLIN-JOHNSON CO. INC. 


MICHIGAN 603 Ohio Street Star Building 
TERRE HAUTE, INDIANA 


UNUSUAL OPPORTUNITY IN 


a 
eee | 








OF FLOOR AREA 
Here in delightful Birmingham-Bloomfield Hill RETAIL 
area is a charming story-and-one-half Farm BUILDING / 


Colonial design 


Master bedroom and bath on first floor 
3 bedrooms and bath up. 


Fireplaces in both living room and library. 


IDEAL LOCATIONN \YA_ Leases 


On almost an acre this is suburban living at it ) ® 
best in an old apple orchard setting! Only 2 year FOR LARGE VOLUME ~~ 
old. Birmingham School system, of course RETAIL SALES ee high consumer traffic 


with almost limitless sales potential ! 
Warrants immediate investigation! 


ft Srochunre Sent on Reguest 
SNYDER ( KINNEY 


$39,800 


bp WIRE, OR PHONE WOODWARD 5- 5440 








6. BENNETT | LEONARD P. REAUME CO. 


Aeallor. A 
PENOBSCOT BUILDINGE e DETROIT 2¢ MICHIGADR 


237 S. Woodward Ave. Birmingham, Michigan | 
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NATIONAL REAL ESTATE MARKETPLACE 


MOTEL BIRMINGHAM, ALABAMA 
EUREKA, CALIFORNIA Industrial Center of the South 


Place Your Warehouse or 
Manufacturing Plant Here 
11.5 acres on Seaboard R. R. for $15,750 


12 acres approai., served by Southern and 5 


board, close in, for $66,000 





12 acres on Southern R. R. for $15,000 

9.175 acres on Frisco R. R., industrial water « 
Are you looking for a good motel in a fool in, for $44,000 

proof location? Here is one practically new 1 acres Pinson Vallev. LAN R. R 
well-established and with an annual gross water, for $1,500 per acre 

over $50,000. Retiring owner will accept Consult us for WARRIOR RIVER sites 
$50,000 down in cash, first trust deed or channel to gulf 


good mcome property For pictures and We welcome Inquines on ill classe oft re al estate l 
full information, contact Birmingham and Alabama, including residential, com 
mercial, industrial and farm propertie 


FLEIS HER & S PAIN Robert Jemison, Jr., S.1.R. 


REALTORS 
Richard Fleisher Robert F Spain JEMISON REALTY COM PANY, ING 
REALTORS 


Established 1903 
2103 Third Ave. N Birmingham 4, Alabama 


SCOTIA, CALIFORNIA 


in Philadelphia’s 
“TIMES SQUARE OF 

INDUSTRY” 153.6-Acre 
Industrial Site 


On dec p water channel, railroad and 4-lane highway 


FOR SALE NEAR NORFOLK, VIRGINIA 


e The largest remaining tract with deep water front 
age available for industrial purposes in this active 

Eastern port 

{ nequaled location for manufacturing plant bulk 

oil distribution, terminal warehouse Many other 


uses 


470’ trontage on South Branch ot the Elizabeth 


22 1.000 SQ. KT. River 35’ 10’ hanne | at mean low tide 


Virginian Railway (connecting with 8 trunk line 


for Heavy Duty Manufacturing traverses property for 3070 feet 
or W archousing Unlimited high voltage electricity available. Also 


natural gas and other industrial fuels and utilities 


ARAMINGO AVE. AND CUMBERLAND S17 , 


Ample cle pe ndable labor favorable labor Laws 
@ CRANE and RAIL FACILITIES Owners will divide into 2 tracts 

Offered at $215.000. For details or 
property NR-44529 consult 


ee _| PREVIEWS Ine. 
ALBERT M. GREENFIELD. & :Co.| The National Real Estate Clearing House 


A COMPLETE REAL “etna INSTITUTION 19 E. 53rd St., New York 22 e PLaza 8-2630 


Walnut and Juniper Sts BOSTON - CHICAGO ° DENVE! . PHILADELPHIA 
> PALM BEACH ¢ LOS ANGELES SAN FRANCISCO ¢ PARI 


@ HEATED and SPRINKLERED 


@ ADDITIONAL PARKING AREA 




















Philadelphia 7, Pa. 
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An Advertising Service for outstanding properties | 


Realtors with interested clients are invited to 


DRY CLEANING PLANT 


Equipped with the latest type machinery (petroleum 


‘yz ’ ’ 

To Sell, Lease or Exchange... 
open the doors of 12,000 leading real estate offices 

truck and one store in shopping center Sales iverage ill over America by ulvertising your specialized hard 

to-move properties in the NATIONAL REAL ESTATI 

S1LO0O 00K “ ei ‘ Ci ecore Capac r greate 

SOGO08 per year, Sve year sscevd. Cagacty Ser giveier MARKETPLACE, Get full national coverage 

rates for properties like these 


modern plant good lay out. has fur storage vault. one 


it nominal 
volume. Buildings leased. Located in a progressive city 


Commercial Buildings 
Industrial Sites 
>. = mearuie: m — Factory Buildings 

MEAT PROCESSING PLANT Estates and Large Residences 
Hotels, Motels, Resorts 
Shopping Center Space 
Farms and Ranches 
Subdivision Land 


Accounts consist of hotels, restaurant, institutions and 
industrial plants and over 2,000 accounts for frozen food 
plan club. Products established over many years with 


local acceptance. Plant is well equipped with modern 


| type heavy duty machinery with capacity for volume 
far in excess of the $440,000 sales per year Unlimited Break the bonds of your local or regional market. by 
advertising your specialized properties to the men best 
opportunity for expansion. Owner available for counsel 


qualified to find you the right buyer or tenant 
Wants relief from pressure of responsibilities and man 


ivement Sale price $75,000, includes land and build 


ings. Buildings can be leased 


STAN HEUGEL, REALTOR sn tip doe of ue a need he ae ie 


minimum size of two 


13S. E. Third Street Phone 3-3165 column inches. Send copy and photographs by the 20th 
of the month preceding publication. Engravings will he 
| EV ANSVILLE, INDI ANA charged it iulvertiser’s cost 
| dilate acai 
LIQCNAL REAL I | if 


CHOICE PLANT SITES TARKETPLAG 


NATIONAL REAL ESTATE AND 


3 Acres to 150 Acres BUILDING JOURNAL 


427 Sixth Ave. S.E Cedar Rapids, lowa 


Lease - Lease Back - Sale 


, ’ EIGHTY ACRES 
Build to Suit 


of scenic rugged beauty 25 miles southwest of 





Kansas City Large hill top beautiful 5-bedroom 


CARTERET | | vt cntcn rit mot 


ized Perfect for family living, recreation or 


Industrial Center business entertainment 


Middlesex Cx yunty Address inquiries to 
All Utilities Jersey Central R. BR J. C. NICHOLS COMPANY 
500 Ft. along Jersey Turnpike $12 Ward Parkway Kansas City 12, Missouri 


at Interchange #12 


20 Minutes to New York City 
55 Minutes to Philadelphia 


Excellent Labor Market FOR SALE 
Lease-back on Midwest Property for AAA-|] rated 
over $250.000.000) tenant. 12-year lease, annual 


BROKERS FULLY PROTECTED rental ove $40,000 One year old building 15 yeu 


mortgage balance ipproximate ly $300,000, Will sell 
equity for $150,000 suvel rust purchase stock 
exan er ummer 0 Juvyers only. Buyer went must identify your buyer 
7 = ;, 
VO COTIMISSION paid 
REALTORS Send replies to 


. —_ : Box 16-4 
INDUSTRIAL DEPT. NATIONAL REAL ESTATE AND 
TEANECK NEWARK BUILDING JOURNAL 

TEaneck 6-4500 MArket 4-4800 {27 Sixth Ave. S.} 











Cedar Rapids, lowa 
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snes CITY, Alabama, a 
town that’s had about all the 
bad publicity possible, deserves 
recognition for its new redevelop 
ment project Urban Renewal 
Commissioner J. W. Follin has an 
nounced that the federal govern 
ment will help Phenix City dispose 
of 51 dwelling units in the down 
town area (all but 
substandard) 

be cleared 
commercial part 
may be city hall 
Estimated net cost of the clearance 
project will be $267,230 


seven of which 
The 16 


will be 
buildings 


are acres to 
for 


and 


used new 


used for a new 


More than 4,300 “wheelchair 
homes” have been built for disa- 
bled veterans under a special pro- 
vision of the GI Bill. Another 2,000 
applications have been approved 


SACRAMENTO 
REAL ESTATE BOARD 


full 


Real Estate Board experience necessary 


has position open for time male executive 


secretary 
Attractive salary for qualified man 
Direct inquiries to 


P.O. Box 243, Sacramento, California 


BAKED ENAMEL METAL 
14” x 20” Size 


REAL ESTATE SIGNS 


“tow oD ii} 


ALSO 
Brilliant Light Reflecting 


“ Ll 
SCOTCHLITE 
REAL ESTATE SIGNS 
that read perfectly 
DAY OR NIGHT 


Write for Full Details to 


I. L. VONDERHEIDE 


SILK SCREEN SIGNS 


160 Edgemoor Drive 
Lexington, Kentucky 





EACH 


in Quantities 














but not acted upon as yet. VA de- 
frays 50° of the “wheel- 
chair homes” up to $10,000; the 
average gram is $9,482. Of the 
grants used thus far, 3,800 have 
been for new homes, 328 for 
modeling and 225 were 
pay off mortgages 
ready acquired. 


cost of 


re- 
used to 


on homes al- 


With all the talk 
munity facilities problems and the 
shortage of the Post Ot fice 
stimates that the 


about com 
schools 
Departine nt now ¢ 
will 
buildings in 
During the 
1.000 


been erected, 


need 
the 


past 


nation 1,500 new postal 


next five years 


three years more 


than new postal buildings 


have and during the 
next year or so 24 projects 
460,000 to $7 million 


offered. All 


Baked Enamel on 30 Gauge Metal 
Write for FREE SAMPLE, 


Literature and Prices 


LANCELOT STUDIOS 


100 SEVENTH ST., PITTSBURGH 22, PA. 


more 
ranging from 
will be 


each, these 





Illustrated 











1000 EMBOSSED qyonnee CARS eva 
prepaid delivery 

at $4.00 t $8 0 
ful mail order selling plor 


can resell fitable 


t ve sporetime ext f 
lynne Product 1042¢ 
44 Calitorr 


mplete 


free 


REALTY 


SERVICE 


29 GAUGE, BAKED, 14 K 20 1G LG LOTS 444 EA. 
110 9 ony OunvenY © CARSON HON WKS. 60x 1029 


GREENVILLE. SC 


Vay, 
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postal buildings are built and fi 


nanced leased 


stimated 


the NH 
An 


race 


privatel ind 
to the 


0% of 


lye partie rit 


the total used for 


postal OpPCrallons obso 


old 


ite, Government-owned buildings 


how is ith 


hete fashioned, costly to opel 


«cording to a Department spoke 


man 


N Be Home 1\ 
hich last year sponsored a 
Phat Home Built” promotion, is 
going to repeat the 
I hree 
split level 


size from 1,585 sq. It. to 


program 


; House 


promotion 
igain this year model hous 
one a ranving in 
2 OR5 sq 
Iwo ol 
baths 

\ll 
\ number of manu 
the 
with 


{t., are included 
els have 


level 


have fireplaces 


mod 
split 


homes 


the 
the 
three 


two ind 


has three 
facturers are cooperating in 
will back it 


advertising 


promotion ind 


their own 


Galbreath Corporation s Socon 
Mobil skyscraper in New York, the 
world’s stainless steel sky 
inspired the design of 
Ltd neck 
promoting the 


and 


iarvest 


scraper, has 


i necktie. Bronzing the 


vile company Is 


design on a nation-wide basis, 


each tie is boxed with a brochure 


tracing the history of the design 


NAA-1 rated Jr 
buy 75-ft 
12,000 to 125.001 


Edw 


Dept 


frontage and up in 9 


Store Chain will lease or 
to 100% area in 
Brokers’ co 


Ave 


anywhere 
Mitchell 6 - Sth 


cites 


operation invited 


N.V.C 


9 Be BE Sell Yours 


RIDER SIGNS 


osx 


Immediate Shipment 
SPECIAL OFFER! 
1° SIX a. 

Order Now! 


Cosh or Money Order 





SCREEN, Red & Whi 


@ Weather Proofed M 











WRITE TODAY FOR FREE LORED BRO 


SMITH SIGN CO, 


723 Baseline Rd. San Dimas 2 Calif 


nmuRre 


__ Training FOR 


FUTURE REAL ESTATE 


Brokers, Appraisers, Managers 
d Residentia 


Includes all 


Home Study an 
courses in Real Estate 
Send for big FREI 
App 


Veteran 


Investigate our 
hases of 
CATALOG 
World 


the business 
today No obligation 
War II and Korean 
WEAVER SCHOOL OF REAL ESTATE 
(Est. 1936) 
2020N Grand Avenve Kansas City, Mo. 


roved for 




















CONSULT THESE SPECIALISTS... 


FOR REAL ESTATE 


SALES 


@ CAPE COD, 
MASS 


Retirement home 


business opportun 
ties summer rent 


als 
Pine Acre 
Chathan 


Realty 
Mass 


@eCOLUMBLUS, 
OHIO 


Robert § 
Dingledine Co 
338 East Main St 

Since 1926 


@DENVER, COLO 
Garrett-Bromhield & 
Co 
Security Bldg 


@EDMONTON, 

CANADA 

L. T. Melton Real 
Estate Ltd 

10154—103rd Street 

9 Branches to Serve 
You 

Organized for Serv 
ice Specialized for 
Value 


@FORT LAUDER 


DALE, FLA 

Jack Higginbothar 
ne 

2882 E. Sunrise Blvd 


@NEW YORK, N.Y 
Fass & Wolper, In 
East 42nd St 
Main Street Proper 
ties Anywhere 
the USA 


@ TAMPA, FLA 
R. C. Hilton, In 
3338 S. Dale 
Mabry 


@ LORONTO, CAN 
Jarry E. Perlman 
972-4 Eglinton 


Ave. W 


eWICHITA FALLS 
TEXAS 
Ray Keith Realt 
Cx 
©. Box 145 


FOR INDUSTRIAL 
SITES AND PROPERTIES 


@ALLENTOWN, PA 
The Jarrett 
Organization 
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<y FOR EXPERT 


@e TOLEDO, OHIO 


103rd § 
ee he Al BE. Reuben 
Co 
@ KANSAS CITY, 618-20 Madison Ave @ COLUMBUS, OHIO 
MO) William P. Zinn & 
Moseley & Company Go 
Retail, Wholesale @WASHINGTION 5 North Third St 
Industrial 14 
4th Fl. Traders Nat Shann & Luel 
Bk. Bld Ce 
Il Grand + 14th St. NW @EDMONTON 
CANADA 
L. T. Melton Rea 
bstate Lid 
Arthur EB. Je 
MAI 
1'4 ! treet 
AND RANCHES eFORT SMITH 
ARK 
@LUBBOCK, TEXAS Ray E. Patt 
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PO. Box 1544 0. 1/th at Roger 
Southwester Ranche 


@ KANSAS CITY, 
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Mark H. Klafter 
MAJ KA 


400 East Sth St 


@e WASHINGTON 
DD 


Stanton Kolb 


Wise. Ave. N.W 


IENN 
In the “Consult These Specialists’ Biscoe Griffith ¢ 
Department: 4' ay " MAJ 
Per Ten k Ala ; 
Issue 
lines 12 issue $3.00 
Fiestas | REAL ESTATE 
ines less than © issues a 
LOANS PURCHASED 
Additional lines, %) cents pe a 


CALIFORNIA 





4 
i 





Build Batter Homes... Soll thom Fastin! 


Make more profit by erecting 


TELE Tie 


10 basic floor plans . . 60 exterior designs 
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7 vee W.... you build Inland Homes you have a real and 


profitable answer to the new home challenge. An answer 
sliiiees aie an = wd which will insure faster sales and more profits 




















© We are constantly improving the quality of our homes 


BED ROOM « g 1% until we can proudly say we offer you more than you 
rue 1144 sq. ft. living space f f k | 
Avitabile in right can find in any other pre-fab package 

or left hand. models ®@ It contains the finest brand-name products and many 











helpful erection and finishing materials that add to its 
quality and speed of erection 





® Inland Homes can be erected in less time and at less 
cost. You can offer a higher quality home at lower cost 

© A wide variety of floor plans and exteriors appeals to 
a larger group of buyers. Provides individuality to the 
homes you -erect 





® It's easier to finance Inland Homes because of the live- 
able room arrangements, beautiful exteriors and inherent 
quality that are readily apparent to mortgage men as 
well as buyers 


this Onw 
tie Shaped 
Floor Plan 


All have bath and a half, 
basement, and attached 
garage. One model has 
built-in fireplace and 


poy another has front porch. 
CLL 


y cS 












We have a story that tells you how easy it is to get started 
—it's one you can't afford to overlook. We suggest you 
visit us and see for yourself why an Inland Home dealer- 
ship is the most valuable one you could have. Write us 
on your letterhead for appointment—or better still, ‘phone 
3880, Piqua, Ohio 
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